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In addition 


from a Cc & Cc } B& Again this year hundreds of Acacia Fieldmen will enjoy 


earned vacations at company expense as a reward for out- 
standing production. Many of them will also qualify for 
their wive 


‘ - » 4 
In 1955, two of the country’s most luxuriou » 
acation spots will be the scene of Acacia’ [ . 4 , : 
regional agency meeting Qualifying fieldmer | 4 x ; 
; . - 4 e 


from the eastern half of the country will meet 
beginning August 24th at the internationally 
known Greenbriet Hotel, White Sulphur 
Springs, West Virginia, 


Acacians qualifying from the western United 
States will meet beginning September 6th at 


f 


magnificent Tahoe Tavern on the shores of 
beautiful Lake Tahoe in the famous Sierra 
wonderland of California. 


Acacia’s conventions offer an opportunity for healthful relaxation while serving to 
bring the company’s nation-wide agency organization together in the spirit of 
good fellowship and mutual helpfulness. Every Acacian who attends these con- 
ventions receives much valuable training and information to help him further his 
career as an Acacia representative. 


Excellent Agency management opportunities are available. Write to: 


ACACIA MUTUAL LIFE INSURANCE COMPANY 


Harry J. Shaffer, Agency Vice-President 
Home Office, Washington 1, D. C 








ONE EXAMPLE 


OF HOW AMERICAN SURETY’S SERVICE SAVES AGENTS’ TIME — 
AND DEVELOPS NEW BUSINESS: 


How we helped our Agents benefi 
from the NEW auto policy! 


PROBLEM: 


lok MmioM ole ile-Melllm@mels(-lilt mel Miil-m ol th 
results with the new motor vehicle policy? 


SOLUTION: 


American Surety prepared a special 
time-saving chart that showed the 
astolale lS elmo Me (olla meet -lelitla-te 
point-by-point comparison of 

old and new coverages. 


RESULT: 


Distributed to our agents, it 
helped them do a selling job as 
well as a telling job—-enhancing 
their reputation with their clients 
And, incidentally, it saved them 
valuable time for new business 


If you'd like to know more about this kind of 

agent-company teamwork—in terms of your own 4 il . “ | (A I) 4 UJ “ FTY 
agency——contact our nearest branch office, or 

write our home office, Agency & Production 6 asin Oe f noany 
Department, 100 Broadway, New York 5, N. Y AR * HOME OWNERS © ACCOUNTAN 


h TY « AVIA 


100 Broadway * New York 5, N. Y 
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Until now, millions of people have 
been ineligible for accident, sickness 
and hospitalization insurance. But 
now, as a result of Continental's 
spirit of pioneering and research, a 
huge new market for A H & H is 
opened up for agents and brokers. 
No longer will you have to reject 
every applicant with a physical im- 
pairment, thus depriving essential 
coverage to those who most need 
the protection, 


A great forward step for 
insurance industry public relations 


Continental now offers a sub-stand- 
ard program that will improve 
public relations for every agent and 
broker selling accident-sickness- 
hospitalization coverages. To those 
people who have heretofore been 
unable to obtain any form of health 
insurance, Continental's Impaired 
Risks Division now extends the ben- 


te details 
today! 


Write for comp! 


NOW YOU CAN OFFER 
Accident - Sickness - Hospitalization Insurance for the 


PHYSICALLY HANDICAPPED and CHRONICALLY ILL !!¢ 


efits of accident-sickness-hospitali- 
zation protection. When you are able 
to offer this new approach to under- 
writing, you will find a warm wel- 
come awaiting you in many quarters 
where it was impossible to do 
business before. 


98.6% of sub-standard submissions 
have qualified for desirable protection 


Not all physically impaired persons 
will be able to qualify for protection. 
However, after years of research 
and eight months of controlled field 
experiment, Continental has found 
that very few impaired risks are un- 
able to qualify for desirable protec- 
tion at reasonable cost. In addition 
... and this is most important to 
to every producer... this new pro- 
gram answers your problem about 
waivers for pre-existing conditions 
and terminations because of post- 
claim chronic impairment. These 


features virtually insure your re- 
newal business! 


Serving the public interest by 
inviting sub-standard business 


Continental is the first large com- 
pany to enter the field of underwrit- 
ing impaired risks on an aggressive, 
large scale basis and to offer desir- 
able protection at a cost within 
reach, To the agent and broker, this 
new program makes it possible to 
“make every call a sale’’ since the 
program is so all-embracing in its 
positive approach to this industry 
problem. 
a ae 


Write today for complete details on 
this new program. Be the first in 
your community to tell this remark- 
able story to your customers and 
prospects; expand your markets 
and increase your sales, Address 
Dept. 320. 


CONTINENTAL Casuatty Company 


310 S. Michigan Ave 


Chicago 4, Ill 


Froneering again a Pays ro be different! 
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PEOPLE MORE MONEY 

THAN ANYBODY qq 
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Perhaps you never thought of your insurance agent as a man who saves peo- 
ple money. But look at the record. When the Bishops’ house burned, insur- 


ance took care of the $27,000 loss. When the Millers were sued for $75,000 To Give You Complete 


as a result of an automobile accident, insurance paid the claims. When the P 
Peace of Mind 


Blake home was burglarized, insurance covered the $5,600 loss. Who had 
advised all these people on their insurance needs . . . and told them what to When wour local anent of beoker 
do when the loss occurred? Their local agent. places your policy wich the Aetna 
| Insurance Group, he is giving 
you the best possible protection 


ETNA INSURANCE GROUP _ | tictsows:tattiom te founding 


of the Aetna in 1819—through 

AFTNA INSURANCE COMPANY «+ THE WORLD FPIRE AND MARINE INSURANCE CO. | wars. conflagrations and depres 
rHE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. Y, |  sions—no policyholder has ever 
ro, HARTFORD, CONNECTICUT | suffered loss because of failure of 


an Aetna Company to meet its 


obligations. 


THINK FIRST OF THE AETNA 





This edvertisement also appears —in color — in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION'S BUSINESS Clinton L. Allen, President 


THE SPECTATOR 





A New England Mutual General Agent answers some questions about 


the practical versatility of 


New Kneland Mutual coverages 





you offer a so-called ‘special’ policy? 


Peaat » ‘ NI «¢ olane en re-rt 

President of the New England Mutual G é ume you refer to policies written with a minimum 
Association and Vice President of the 
Life Managers Association, Wheeler H ng face amount at preferred rates. We have been offering our 


‘ 


hence one of the Compan > 
us one Ordinary Life with a minimum of $5,000 for some time 





Our net cost continues to be competitive, but we dont 
think of it as a ‘special’. Ordinary Life accounts for 50°; 


of our individual sales volume.’ 


How about policies designed to ease the load of 


premium payments in the early years? 


Our New Iinglander 2-3-5 term policy automatically 
convertible Is one means to make a good ‘tart at low 
cost. We also offer several combinations of basi pole 
and riders to keep the premium at a minimum in the 
early vear or to give extra low cost protection tor linnites 
periods. Our new Decreasing Term policy is a particularly 
good buy with conversion in mind, as well as for mortgage 
protection. In a word with our twelve various tern 
coverages and the liberal change feature in our ordinary 


contract we do have real versatility!” 


Do you write supplementary benefits? 


We recently introduced a very attractive Disability In 
come plan in addition to our Waiver of Premium. And we 
offer Double Indemnity which ean be added to man 


our term as well as our permanent coverage 


Do you encourage brokerage of all your lines? 


We certainly do. We find the broker's prestige with hi 


chent and our know-how make 4 profitable combination 


44, 
Nai 


m NEW ENGLAND ct MUTUAL 


Life Insurence Company of Boston 





THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA 1835 
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Do Franklin Representatives 
REALLY make 50 wuck money? 


These Franklinites qualified 
for the 1955 
russe weet Million Dollar Round Table 


Their cash earnings 
for 1954 


HERMAN FISHMAN G. STEINBERGER 


AVERAGED 


& %32,183.62 


£. fF. GORE JOHN D. HAYNES 


2 & 


R. A. HARRISON 4. 8. SANDERS, JR. GRACE CHOW W.H. ALLEY 








Lhe : Friendly 


IRAN TAILIN ILRI comeany 
AYALA ALLA’ A A COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over One Billion Light Hundred Million Dollars of Insurance in Force 
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“T know American-Associated'’s 


reputation as a casualty company... 


and this is for me!” 





\ 


American-Associated’s famed extra services 


now available in the BONDING FIELD 


The facilities, conveniences and thinking that dis- requiring Head Office attention, in nearly all cases 
tinguish American- Associated in the casualty field have you have the answer in hours—not days! 


been carried over into our Bond Division. ; 
Localized crvecw one ol many Ways In whi h 


For example, in all of our bond writing Branch American- Associated can help you handle Bond and 
Offices, you will find bond specialists who have Burglary business more quickly and conveniently. 
more than experience and an interest in serving you For the full story, call the Bond Manager at your 
well. ‘They are backed by an organization geared nearest American-Associated office. It could be the 


to unusually prompt action. When questions arise most profitable telephone call you make today! 


AMERICAN -ASSOCIATED INSURANCE COMPANIES 
AMERICAN AUTOMOBILE INSURANCE COMPANY 
AMERICAN AUTOMOBILE FIRE INSURANCE COMPANY 


ASSOCIATED INDEMNITY CORPORATION 


HEAD Orrice: PIERCE BUILDING « SAINT LOUIS 2, MISSOURI 
7 


June 





Controlled Companies of 
AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 


Executive Offices 
155 Sixth Avenue, New York 13, N. Y. 


DR. PEPPER COMPANY branch syrup plant, 


Birmingham, Ala., protected Chitomilically 
gets better FI RE and BU RGLARY 


PROTECTION and 


VR PEPPER CO 


pwr sical 


ne 


“The ADT automatic protection used in our Birming- 
ham Syrup Plant has not only been a great benefit to 
us from an efficiency standpoint, but each year it has 
lowered our building protection costs $2153.” 


Vice President in Charge of Production 


Preservation of its continuity of production is highly important to the 
business of Dr. Pepper Company, well-known manufacturer of soft 
drinks. It was for this reason that company officials turned to ADT for 
protection of a key facility. 

ADT Central Station Burglar Alarm and Aero Automatic Fire Alarm 
Services are combined to give complete automatic protection against 
fire and burglary. These services— more effective and reliable than other 
methods — actually cost less, as evidenced by Mr. Millican’s statement 


reproduced above. 


Whether your premises are new or old, sprinklered or unsprinklered, the 
appropriate ADT Fire Alarm Service will detect fire and notify the fire 
department automatically. ADT Burglar Alarm Service will automati- 
cally summon police when burglars attack. ADT Heating and Industrial 
Process Supervision will automatically detect and report other abnormal 


conditions. 


ADT safeguards, electrically, many billions of dollars’ worth of tangible 
and intangible assets owned by 58,000 subscribers in more than 1,600 
municipalities. An ADT specialist will be glad to show you how com- 
binations of automatic services can protect your property, profits. and 


employees’ jobs, by minimizing fire and burglary losses. 


Call our local sales office if we are listed in your phone book: or write 
to our Executive Offices. 
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Expanded — 








MASSACHUSETTS MUTUAL’S UNIQUE AND FAMOUS 


Extra Protection Plan 


. is now available as a term rider with any form of permanent insurance 
— Ordinary Life, Executive Protection, Limited Payment Life, Endowment, 


or Retirement Income. 
ADJUSTABLE AS TO PLAN: 10-year, 15-year, 20-year, or to age 65. 
FLEXIBLE AS TO AMOUNT: from $3,000 minimum to 150°% of basic insurance. 


PRIVILEGE OF CONVERSION: 
Full amount at one time or in installments; 
As of original age at issue, or . . . 
As of attained age (with full reserve as conversion eredit) 


Liberal conversion period. 


Iustrating — | to 


eevee eee eee ee ee eeeae 


NEw 
W RATEs 


Adding an equal amount of Extra Protection will 





If basie insurance, 


issued at age 35, is: 
increase the premium by the following percent: 





10-Yr. Plan 15-Yr. Plan 20-Yr. Plan To Age 65 
ORDINARY LIFE 23.2% 27.47, 32.79, 17.1, 
LirE Paip-up @ 65 18.6% 22.0% 26.2% 37.807 
ENDOWMENT @ 65 16.5% 19.50 23.3%, 33.6% 
RETIREMENT INCOME @ 65 (Male) 12.1% 14.40 7.1 24.7% 





MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


The Policyholder’s Life Insurance Company 
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Where were “\" 
you on the 

night of 

June 6? 





bv UCLIC MEN who filled their quota were at Thousand Islands 


Yours for Life for the great Pow Wow ~— the first annual Agency Meeting 


a four-day expense-paid session of fun and busine 

Where will you be this time next year? 
Ask yourself a few searching questions about your present chances. 
If your outlook is dim, check into this fast-developing, energetic 
young company with a growth record that’s the cat’s meow 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union's 16 states is 
presently in formation. A few choice territories are still available. 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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Harry Hazard says... 


Don’t just sell your clients “policies” of 


Increase your volume ! insurance-—individual lines. Give them com- 


plete coverage. Sell them a “whole umbrella” 


of protection and increase your volume 


from present accounts 


and income at the same time 


by selling complete The pictorial Family Protection Plan book 


let helps you do this. It highlights the 


“holes” in each client’s present coverage 


protection. shows him precisely where his risks are and 


fixes them firmly in his mind. It tells him 
The tested -\merican logically —convincingly—-why he needs 
full-time protection now. Result? Part-time 


FAMILY PROTECTION PLAN | {btivestiows atom 


profits increase correspondingly. 


shows you 


Send for free details on The 
imerican Family Protection 
Plan by mailing the 


coupon below now. 


THE AMERICAN INSURANCE CROUP Public Relations Dept. 0-4 
W achingtor treet vewark, N. J 


Send me free information on stepping-up my sales volume 
with the profitable American Family Protection Plan 


Newark 1, New Jersey 


THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 
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Who says TEC is too TEChnical ? 
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- SIMPLE AS - 


A: RENTS 


| ) Sea 
CA EXTRA EXPENSE & EARNINGS 
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MANY an insurance man steers clear of the Time Element Coverages because he thinks they’re 


too hard to sell, But that’s not so. There’s a real need for such forms as Business Interruption, 
Rents, Extra Expense and Earnings . . . and most wise business men will recognize the impor- 


tance of protecting these values during the time disaster shuts their business down. 


Every store, business, or institution in your community Is a prospect for TEC. And your Travelers 


Field Man will be happy to help you get started. Why not call on him now? 


THE TRAVELERS FIRE INSURANCE COMPANY - HARTFORD 15, CONNECTICUT 
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This ad is sayi 
= ayin 
Peseta YORK LIFE” 
\' 37,160,000 times—Now! 











, , Za ail ‘ 
New York Life has a wonde y for you: 


this policy 8" be used to reduce premium peyments or 
sane the policy * cash value 


Hard-worki 
rd-work 
r ing Now! For those who need at least* 10,000 more 
allowed to aceur » to ine 
life insurance ~ the new low- premium Whole or applied wen ble options The ow pre 
miume high « ash values and 


Ad : 
vertisements Life policy that builds high cash values fast! 
Whole Life ynusually attrac tive from a net cost view pount 


other outatanding 





dividends « ombine to make 


Here # * policy that offers you perma features about thie 
ance in an yom y Because the mum new policy which make i most attractive for both men 
ible which 4 ant who may 


like this one are seen nent life insur There are many 


mum amour 


regulz ais 

gularly by millions in mu ood along 10 YO 
ould otherwise be ¥ 

for standard life uwurance 


» the premiums much 


or a man of 35, for 


Life, Look, S 
£00 
» Look, Saturday lw i ne anal prem 
23.59 per $1 000. And rates are corresponding! y . 
waiver of prem 


Even in Ine ’ is only $2 
8 I ost, ( ollier’s low all along the lune’ premiuf 
: pe wn the premiums and double indemnity benefits ore available at slightly 


Reader’ s : 
ers Digest, Ti me, igh cash values quickly higher premium rots 
en years! ‘That have been teiling 
ready cash available for ve more life insurance to protect your family of Your 
because you 


Ni wswe of 4 é 
€ ek, U S Neu Ss & , 
bua 
York I 


World Re i 

: port, Farm Journal New York Life # mutual company and pays divi you can't afford it—aakt your New 

Successf l P, 4 dends ’ policy owners only ‘The dividends payable on all the facta oF mail the coupon below, today! 
ccessful Farming and 


Mew Tork Life Inevrane® Compory 
5) Madiser Avenue, 


yourself that you ought to 


ot adi 

her leading publications 
—to spread the word 
about New York Life’s 
outstanding products. 











NEW YORK LIFE 


INSURANCE COMPANY 


A MUTUAL 
Cc 
OMPANY (NW FOUNDED IN 1845 
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Here’s new low-cost business security 








Pa 
“ 
- 
Pr w Ee \ f your business is a partnership, the disability or death of a 
yn \ partner may result in loss of control by you or in forced reor- 
‘aoe O ) , iv 3 ° ° 
\ phe 5 - app” \ ganization or sale. 
\ nesse S ee’ ort \ ‘ ‘ ° . 
y > grv"_ Special funds to meet these possible dangers can be im- 
\ er mediately available through Business Security life insurance 
(or policies offered by John Hancock. Payment of policy benefits 
Lo . , . 
can protect the family of the disabled or deceased partner and 
JOHN HANCOCK OFFERS , : 
also the interest of the survivors. 
e @ @e A new low-cost policy i : : : a: ae 
for those who can qualify These Business Security life insurance policies are now 
as preferred risks. lower in cost as a result of John Hancock’s new program of 
A “Select” cl f streamlining and simplifying life insurance. You should get 
eee select Class 0 sie 
policies at exceptionally the facts now about Business Security policies for your 
low cost. partnership. 











For full particulars ri #s Yi, 4 

. . , . / 7 é 
consult your Sa 0. NL, tae. 
John Hancock agent MUTUALJZLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


DEDICATED TO THE INDEPENDENCE AND FREEDOM OF EVERY AMERICAN FAMILY 
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this seal is the 


j ; 
LAs | : re 
hailm 

me a 4, ia fea , Maen & 3 


of 

sound underwriting 
and 

world-wide 


service 


MARINE OFFICE 
‘@. or AMERICA 


OES 116 JOHN STREET, NEW YORK 38, NEW YORK 
Vrs . 


Composed of the Following Companies: 

The American Insurance Company + American Eagle Fire Insurance Company 
The Continental Insurance Company - Fidelity-Phenix Fire Insurance Company 
Firemen’s Insurance Company + Glens Falls Insurance Company 
The Hanover Fire Insurance Company 
Offices in 23 Principal Cities 


ALL CLASSES OF OCEAN AND INLAND MARINE INSURANCE 
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What is the man who sells Living Insurance doing here? 


He's not bird-watching. This man 
who sells Living Insurance is giv- 
ing many hours of his spare time to 
a vreat civil defense organization 
the Ground Observers Corps. 
Again and again where good 
neighbors share the load in com- 
Red Cross, PTA, 


Community Chest and many others 


munity projects 


the Man from Equitable is a will- 
ing volunteer. After work, he shows 
the same spirit of service that marks 
his business day 

As a life underwriter, he spends 


his working hours thinking of others 

their hopes, their fears, their plans 
for their children and for their own 
future. The Man from Equitable 
shows them how to turn these 
reality — with 
Living Insurance. This is a modern 


dreams into happy 


insurance that stresses benefits for 
the living. Benefits for the policy- 
holder himself while he lives. If he 
dies, benefits for the family that 
lives on after him 

This concept of Living Insurance 


is dynamic—a real aid that simplifies 


the work of the Life Underwriter. It 
is a positive approac h to selling that 
can lead to constantly increasing 
success in building sales volume 

And in making his daily calls the 
Man from Equitable can count on 
a return that is more than money. 
It comes from the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them 

This is the big reward of service 

a reward that makes hard work 
worthwhile. 


THE EQUITABLE tire assurance society OF THE U. S. 


Home Office 393 Seventh Avenue New York |, N.Y 
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NORTH AMERICA C 
MMe! FO 
call 


‘ONE-STOP’ SERVICE 


An interesting idea from a North America Agent 


Here in these few words an important North America Agent in upper New 
York State has summed up the guiding philosophy that puts North America 
“in your corner.” 


Speaking of his “one-stop” service, that is, supplying all the customer's 
needs in one place, this Agent’s brochure says 


“Two factors have caused our growth in the past and will determine our 
success in the future. One has been a desire on our part to fully serve the 
needs for protection for our customers. The second has been a recognition 
of the changes occurring in the types of insurance offered to meet those 


needs.” 


“It had become obvious that the ‘one-stop’ concept was going to dominate 
the insurance field....One multi-package policy ...from one agency 
simplified problems ...saved time ...was more convenient.” 


“Our goal in the future, as in the past, will be to provide our customers with 


the maximum in service and protection.” 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE@ Philadelphia 1, Pa. 
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“No, it isn't CANCER... 


LOPLE are beginning to realize that there is much need 
less worry about cancer, For example, the American 
Cancer Society reports that at a typical cancer clinic, 
where large numbers of people are examined, only about 


one out of every 125 is found to have cancer 


Thanks to medical progress, the spirit of hopelessness 
that once surrounded cancer has been replaced by rising 
optimism, This is based in part on the increased number 
of lives now being saved, Records of the American Cancer 
Society, for instance, show that skin cancer, discovered 
early and treated promptly and properly, is curable in 
85 percent of the cases 


’ 


What developments hold great promise for the future 
For one thing, there are the advances achieved in both 
diagnosis and treatment, Cancer of certain internal organs, 
for example, can now be detected by searching under the 
microscope for cancerous cells cast off into body fluids 
This yields clues to so-called “silent cancers,’ or those 
which have not caused noticeable symptoms. It is in this 


Stage that the disease is often curable 


One great hope of cancer research today ts that drugs 
will be found to cure both localized and widely spread 
cancer, Already there are chemicals which can slow down 
. and even stop for awhile the growth of some types 
of cancer cells. Today, however, only surgery and radia- 


tion offer hope of cure or control 





Cancer’s Seven Warning Signals 

. Any sore that does not heal. 

. A lump or thickening in the breast or elsewhere. 
3. Unusual bleeding or discharge. 

. Any change in a wart or mole. 
5. Persistent indigestion or difficulty in swallowing. 

. Persistent hoarseness or cough. 

. Any change in normal bowel habits. 











While the sweeping search of science goes on against 


cancer, everyone especially those who are middle-aged 


and older should take these two wise safeguards 


1. Learn the seven danger signals listed here that give 
early warning of the possibility of cancer. Remem 


ber, these signals are not sure signs of cancer 


2. Have periodic medical examinations. These are 
especially important because about 50 percent of all 
cancers occur in body sites that can be readily exam 


ined by the doctor 


Cancer still ranks second as a cause of death—but 
cancer is not hopeless. Even with today’s weapons, we are 
according to the American Cancer Society saving 


the lives of 70,000 people each year from cance! 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier's, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall's, Wom 


an’s Home Companion, National Geographic 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison Avenve, New York 10, N. Y, 














THE SPECTATOR 





WHO’S a bailee? 


Want to make something out of it? 


© emma is someone to whom 
goods are committed in trust 
upon contract (expressed or im- 
plied) that the trust will be faith- 


fully executed. And here’s how you 
can make something out of it. 


Bailees found in most communi- 
ties are cleaners and dyers, laun- 
Rw SS, dries, radio and TV repair shops 

NS Loe, and cold storage locker plant oper- 
4, . | ators. When there is extensive loss 

or damage of customers’ goods when 
in their custody they must — if they 
want to stay in business — pay the 
value of the goods to their custom- 
ers. There’s a special Inland Marine 
policy, called Bailees’ Customers In- 
surance, written for these businesses. 





The premiums for this insurance 
tend to run big. If the reasons for 
the protection, and the results of 











not having it, are explained clearly, 
the prospect will usually buy. And 


many of these prospects have never 
been approached. There are several 
basic forms and quite a few classes 
of prospects beyond those men- 
tioned here. Each policy is made to 
order, however, to fit the needs of 
the particular business, and each is 
specially rated. 


Our agents have just received a 
new, complete selling plan on this 
profitable, little-sold line. The plan 
is in a new issue of our Agency 
Sales Bulletin that tells who the 
prospects are, how to advertise the 
line and what to say in selling it. 
A letter to prospects is included in 
the Bulletin, and a new, attractive, 
colorful folder is offered. 


If you would like to brush up on 
this money-making line and how to 
sell it, simply complete and send 
the coupon. No cost or obligation. 


. Ss EC U R | , 2 re COMPANY OF NEW HAVEN 
me CONNECTICUT nocmniry comrany 


bd CASUALTY ° BoOnNnosS 


FIRE e WARING 


=~ HOME OFFICES: New Haven, Conn. PACIFIC DEPTS: 248 Battery St., San Francisco, Calif 


Dept. 35-H, New Haven, Connecticut 
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SECURITY-CONNECTICUT INSURANCE COMPANIES 


Please mail me, without cost or obligation, your new 
Agency Sales Bulletin on Bailees’ Customers Insurance 











When the new polio vaccine was announced, the world 
was dramatically reminded again of its indebtedness to 
the doctor and his profession. Today, all of us can expect 
to live a lot healthier, a lot longer, thanks to medical 
specialization, 

Phat very specialization, perhaps more than any other 
factor, is why the doctor himself recognizes the need for 
specialization in other fields. In planning his life insurance, 
for instance, he recognizes the need for sound assistance 
from an underwriter specially trained to intelligently diag- 
nose his particular situation, So he seeks out a specialist 
whose broad understanding of life insurance and its many 
applications will enable him to set up a program compre- 
hensive enough to fully protect his family and also provide 
financial security for his future. 

You will be interested to know why so many men of 
medicine turn to the man representing The Union Central 
Life Insurance Company. He is a career underwriter—one 
of the most thoroughly trained specialists in his profession. 


The Union Central underwriter not only understands the 





Why the MAN OF MEDICINE needs a life insurance specialist 


broad values of life insurance but knows how to apply this 
knowledge to satisfying individual needs and hopes. For 
that reason, he knows how to analyze a wide range of per 
sonal financial problems as diversified as the situations in 
which they occur. More important, he knows how to solve 
those problems through a complete variety of policies issued 
from birth to age 70 to meet every human need. 

In addition, The Union Central underwriter receives 
continuous support from an alert and conscientious Home 
Office. He is the beneficiary of the Company's constant 
research and planning. Through the exchange of informa- 
tion at periodic conventions, he learns even more effective 
ways to fulfill his responsibilities to his policyholders. Yes, 
these are some of the reasons why he is the best man to 
know for intelligent life insurance protection. And why 
your best company to do business with is The Union 


Central Life Insurance Company. 


THE UNION CENTRAL Lire INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market 
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Let’s Help—Not Blame—the Agent 


June 


hy es= reading several recent talks by 

property insurance executives to agents 
groups, I was reminded of my service days 
when it was an everyday occurrence to have 
the apprentice seamen blamed for every failure 
or mishap. Now the same trend has come to 
insurance. Company executives are blaming the 
meteoric rise of the direct writers on the local 
agent. 

Certainly, the local agent is not blameless 
but there are many contributing factors over 
which he has no control that have aided the 
growth and expansion of the direct writers 

For example, in 1954 one of the leading direct 
writers enjoyed a sixteen-dollar increase in pre 
miums for every dollar spent in advertising. 

The advertising copy used by this company 
was factual, hard-selling, and—of utmost im- 
portance—it featured the company name. These 
advertisements appeared locally and nationally, 
and the increased premium volume is proof of 
their effectiveness. This was a company cam 
paign. 

For too many years the individual stock com 
panies have depended upon the boards and 
bureaus to do the public contact work which 
the companies should have undertaken them 
selves. Individual company name recognition is 
important 

Some few property companies have recog- 
nized the value of local and national advertis- 
ing. Many have used direct mail. But unfor 
tunately, one of the most valuable tools for 
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UBLISHER'S 
COMMENTS 


upporting the local agent and disseminating 
information to him has been overlooked by some, 
long neglected by others, and in many cases 
misused. This most important tool is the insur 
ance trade press 

Study the editorial content in some of the 
recent issues of the insurance trade pre You 
will note immediately the wealth of material 
which has been made available to the local 
agent by the editors of these publications. They 
have done far more than many of the individual 
companies to aid and support the local agent in 
meeting this modern competition. 

Local agents are the shock troops of the in 
surance industry. They must meet head-on the 
onslaught of the direct writers. To meet this 
competition they need facts, new ideas, new 
selling techniques, and real support from the 
companies they represent. This is where the 
trade press can help 

Use trade paper advertising to transmit your 
new ideas selling techniques, to announce 
new branch office and service facilities and 
other items which will be of assistance to the 
local agent. Above all, get your company name 
well recognized 

A well co-ordinated campaign planned and 
instituted by the individual companies using 
the latest techniques of merchandising, adver 
tising and public relations can strengthen the 
position of the local agent. Don’t just criticize 

give him the material and the assistance he 


needs 


THOMAS J. CASPER 
Publisher 
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selected news items from industry and business of importance for 


By RAY M. STROUPE, Washington Bureau 








INCOME TAX RETURNS prepared by businesses and individuals may be in for 
closer inspection during the next fiscal year. U. S. Treasury 
Dept. is asking Congress for an additional $7.5 million to 
be used after July 1. Nearly all of this amount would be used 
to hire new enforcement agents. 











SHIPS UNDER GOVERNMENT WAR RISK INSURANCE coverage will be evaluated 
in terms of a single formula related to their market price, if 
a new congressional bill passes. This measure, S. 1833, would 
permit court review of the value of any insured vessel lost, 
in the event that the owner rejects the valuation. 











FACTORY EMPLOYES PICKED UP A RECORD TAKE-HOME PAY envelope in March. 
U. S. Labor Dept. says spendable weekly earnings for a worker 
with three dependents averaged $69.47, compared with $62.19 
for a worker without dependents. In each case, the increase 
for the month was about 75¢. 











BANKRUPTCIES MAY CLIMB TO A NEW LEVEL in the coming fiscal year. A _con- 
gressional committee estimates that some 65,000 business and 
non-business bankruptcy cases are being filed in the current 
year. The committee forecasts an increase to 75,000 in fiscal 
1956. 








SALES OF DIRECT HOME LOANS BY VETERANS ADMINISTRATION now have an 
aggregate value of more than $40 million. The agency still has 
for sale to private investors approximately 50,000 such loans 
with a total principal amount of about $330 million. 











DIVIDENDS PAID BY CORPORATIONS in the first quarter topped those a year 
earlier by 6 pct, totaling $2.33 billion. Steepest advance 
was registered by transportation equipment manufacturers, who 
boosted their payments by more than 20 pct. Finance corpora- 
tions raised their dividends by 13 pct. 











GROUND ACCIDENTS INVOLVING BOTH CIVILIAN AND MILITARY personnel in the 
Air Force were substantially reduced in 1954. On-duty injuries 
to civilians decreased by 35 pct, and injuries to persons in 
uniform dropped 4.5 pct. Motor vehicle accidents were reduced 
24 pet. 











ALL PREVIOUS FACTORY SALES RECORDS SET BY VU. S. AUTO PRODUCERS were 
broken in the January-March quarter, when 2.36 million cars, 
trucks, and buses were sold. Passenger car sales alone totaled 
2.1 million, compared with 1.9 million in the July-September 
period of 1950, when the old quarterly record was set. 











SHOE PRODUCTION PROBABLY WILL BE HELD IN CHECK somewhat for the next 
few months while manufacturers dispose of high factory inven- 
tories. Present predictions are for output of some 530 million 
to 535 million pairs during the year. 








99 THE SPECTATOR 





imsurance men 





Corporations Continue 
Steady Growth 


Incorporated businesses are con 
tinuing a steady growth in num- 
ber and totaled approximately 
564,000 on Jan. 1, having regis- 
tered a gain of 13,000 during 1954. 

A notable fact about the growth 
in corporations, as analyzed by the 
U. S. Commerce Dept., is the stead- 
iness of the numerical increase. On 
Jan. 1, 1951, there were 516,000 
incorporated firms; in 1952, 
000; in 1953, 539,000; and at the 
beginning of 1954, 551,000. 

While corporations are becoming 


526,- 


more numerous, the list of unin- 
corporated businesses is shrinking 
slightly. As 1955 began, there were 
3.618 million unincorporated firms, 
compared with 3.634 
year earlier. 


million one 
On an over-all basis, however, 
the number of U. S. 
cerns has remained stable in the 


business con- 


past two years at about 4.2 million. 
Only major division to 
make an appreciable gain in 1954 
which 
increased by Whole- 
sale trade firms edged up a little, 
but manufacturing companies de- 
creased. 

In number, small proprietorships 
dominate the business population, 
relatively large con- 


industry 


was contract construction, 


3 per cent. 


while most 
cerns are corporations. 


Department Stores’ 1954 
Operating Expenses 


Department and specialty stores, 
found 
heavier in 


which their operating ex- 
penses 1954 than in 
1953, profits after 


taxes of 2.1 per cent of net sales 


recorded net 


last year. 
Decline in net profits was one- 
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VINCE the 
bh) the public 
tant bearing on 


thrift habits of 


have an impo! 
government 
financial policies, Treasury offi 
must 


cials realize that they 


adjust their programs to the 
probability that sales of life in 
surance will continue to in 
Some think 


may triple in the next decade 


crease such sales 


The Treasury is anxious to have 
the maximum possible amount 
of bonds in the hands of ind} 
viduals. Increased sales of life 
insurance may absorb savings 
that otherwise would have been 
invested in government bonds 
Che Treasury also is interested 
in what is going to happen if 
variable annuities are sold more 
broadly, which would channel! 
That 


could constitute a far-reaching 


more funds into equities 


change in the money market 





by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


Mortality figures are unprece 
dentedly low and promise to go 
lower with the rapid advance 


ment of medical science and 


better diagnostic techniques 
Group life insurance covering 

federal employees is working 

Over two million per 


total 


smoothly 
sons are covered The 
amount of insurance now in 
force exceeds $9 billion. This is 
$2 billion more than the origi 
nal estimate. The success of 
this plan is seen as the best 
argument in favor of voluntary 
insurance 
Health 


and accident insurance involves 
difficulties that were not pres 


health and accident 
with private companies 


ent in the life insurance pro) 
ect. Another year may be re 
quired group health 


and accident plan can be worked 


before a 


out 





tenth of a percentage point below 
the 1953 level. Operating expenses 
climbed to 33.6 per cent of sales, 
compared with 33.3 per cent a 
year earlier 

Total payrolls were up slightly 
At the 
same time, the amount of the aver- 
age salescheck declined 6¢ to $4.48 


to 18.6 per cent of volume 


The average rise in operating 
expenses was not followed in 38 
per cent of the stores, which kept 
their costs down to a maximum of 
33 per cent of sales. Payroll ex- 
penses in 30 per cent of the stores 
were not more than 17.5 per cent 
of volume, Net gain of 3 per cent 
or more was reported by 27 per 


9” 
ad 





for your information 


cent of the stores. 

Among larger specialty stores, 
merchandising profit in both 1953 
and 1954 was 2.9 per cent. After 
federal income taxes, net gain was 
the same in both years at 2 per 
cent. 


Small Business Administration 
April Loans 


Loan 


Jusiness 


Small 
Administration during 
April involved almost $2.5 


activities of the 


early 
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million in business loans, with a 
ratio of about two bank-participa- 
tion loans for each of the direct 
type. 

New approvals by SBA for the 
period April 1-15 numbered 47, 
bringing total business loans to 
1,382 since the agency started its 
financial assistance program late 
in September, 1953. Dollar volume 
of these transactions was $72 
million. 

Breakdown of the business loans 
shows 914 of the bank-participa- 
tion type, amounting to $51.5 mil- 
lion, and 468 direct loans for $20.5 
million. 

These are in addition to the 
SBA disaster loans, which on April 
15 totaled 1,146 in the amount of 
$7.8 million. Of the loans in this 
category, 17 involving a little more 
than $1 million were made in the 
first half of April. 
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Federal Deposit Insurance 


Corporation Assets 


Assets of the Federal 
Insurance Corp. exceeded 


Deposit 
liabili- 
ties by more than $1.5 billion at 
the end of 1954, the agency tells 
Congress in a new report. 

These assets constitute the de- 
posit insurance fund available for 
use by FDIC in protecting deposi- 
tors in the 13,541 insured banks. 

In recent years, says FDIC, dis- 
bursements to cover accounts have 
been relatively small, because of 
improved economic conditions and 
better bank supervision and man- 
agement. Last year, outlays were 
required to cover depositors in 
only two banks. 

In 21 years of operation, FDI( 
has disbursed $330.7 million, of 
which $328.3 million was consid- 
ered potentially recoverable. In 
part, the remaining $2.4 million 
was used to aid in terminating 
liquidations. 

Of the potentially recoverable 
disbursements, $299.4 million had 
been recovered by last Dec. 31. 
FDIC expects to recover another 
$1.1 million, leaving the estimated 
loss at $27.8 million. The agency 
says that if allowance is made for 
interest and allowable return re- 
ceived in these cases, the net loss 
was $19 million. 


FHA to Provide 
Special Insurance 


Special government mortgage in- 
surance is to be provided as a 
stimulus to private investors in- 
terested in redevelopment of urban 
slum areas. 

Use of the insurance, offered in 
Section 220 of the Housing Act of 
1954, will be made in connection 
with the 83 slum clearance proj- 
ects certified by Housing Adminis- 
trator Albert Cole in April. 

The insurance, says the Federal 
Housing Administration, is avail- 
able on liberal terms. It covers up 
to 95 per cent of the first $9,000 


on family units. Long-term exten- 
sion of coverage for mortgages on 
homes and multi-family structures 
in renewal areas is possible. 

FHA also revea!s the blacklist- 
ing of nearly 1,500 additional firms 
and individuals in the past 12 
months following complaints of un- 
ethical 
operations. 


practices in home repair 
Some 2,500 were on 
the list when irregularities in the 
home 
gram were disclosed in 1954. 

A blacklisted firm or person can 
get off the list by proving to FHA 
that the cause of the complaint will 
be corrected. 


repair loan insurance pro- 


Electric Utilities Expand 
To Meet Emergency 


Private power plant expansion to 
meet projected emergency 
for electricity will be intensified in 
the South, Southwest, and West. 

Plant buildup is urged by the 
Office of Mobilization, 
which has set a new goal of 150 
million kw capacity by the end of 
1958. The increase proposed is al- 


needs 


Defense 


most 50 per cent above national 
capacity, which reached approxi- 
mately 103 million kw last Dee. 31. 

As is customary when a new 
goal is established for construc- 





NEW BUSINESS 
INCORPORATIONS 


IN THE U.S. 
133 


(THOUSANDS) 


1946 ‘7 ‘8 ‘9 ‘SO ‘1 ‘2 ‘3 1954 








SOURCE OUN & snansTRETT 
Cearnicarrece se ¥ 





tion with a national defense con- 
nection, ODM offers certificates of 
companies 
Certificates 


necessity to private 
planning to expand. 
will enable applicants to get fast 
tax amortization benefits on new 
construction. 

The agency, in raising the na- 
tional goal, estimates that the 
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minimum excess power capacity 
required in a mobilization period 
is 15 per cent more than demand, 
while present excess capacity is 
less than 6 per cent of demand, 
and falling rapidly. 

Electric utilities added about 21 
million kw of new capacity during 
1953-54. They have already made 
tentative plans for about 40 
cent of the new buildup, 


ODM. 


per 


Says 


Manufacturers Report 
Larger Sales Volume 


Sharing in the business advances 
of the present half-year are man- 
ufacturing companies in all indus- 
trial lines and size groups. 

New received by 
the 

about 
in 
Commerce 

gains in and orders 
been greatest among pro- 
ducers of durable goods, but non- 


orders 
facturers in 

of 1955 were 
larger than 
the U. S. 
Recent 
have 


manu- 
opening months 
Or 


vAS) cent 
1954, 


finds. 


per 
early 
Dept. 


those 


sales 


durable goods firms have also 
shown appreciable increases. 

Of those firms reporting to the 
Dept., of 


manufacturers and 


Commerce 56 per cent 


durable goods 
of 
companies had a larger sales vol- 
ume in January and February than 


65 per cent nondurable goods 
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Yeorly Statistics | 


Litisit 


1950 


in the corresponding months last 
year. 

Improvement in 
ceipts was more general than that 


new-order re- 


in sales among durable goods pro- 

In the first 
three out of 
higher orders than in early 


ducers. two months, 
rece yrded 


1954. 
Keeping pace with the rise in fac- 


nearly four 


tory sales and orders has been the 
rate of disposable personal income 
In the first 
nual rate of about $260 billion was 
This was $8 billion high 


quarter, a record an 
reached. 
er than that in the opening quarter 
last year and $12 billion above the 


first-quarter 1953 rate 


Factory Employment 
Rises During March 


Major advances in factory em 
ployment during March, when total 
plant employment rose to 16.3 mil- 
lion, goods 


industries, auto 


durable 
the 
motive and primary and fabricated 


were, made in 


particularly 


metals categories. 

Every manufacturing group ex- 
cept ordnance and tobacco’ in 
creased its worker total during the 
month. The 
amounting to 160,000, was the larg- 
For the first 
time in more than two years, 


gain over February, 


est in nine years 
non- 


durable goods notably 
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chemicals, rubber, and petroleum, 
than 
vances in employment. 

Workers in civilian jobs totaled 
nearly 60.5 million at the end of 
March. The Febru- 
ary figures was 539,000. Because 
number of not 
unemployed joined the 
March, the decline 
in joblessness was 200,000 to the 


recorded more seasonal ad- 


increase over 
a sizable 
listed 


labor 


persons 
as 
force in 
3.2 level. 
unemployment 
200,000 and 
puted at 1.7 million. 
The 40.7-hour factory workweek, 
1.2 higher than March, 
1954, reached its highest in 


million 


Insured also de- 


creased by was com- 


hours in 
point 
two 


nearly years. 


Corporation Working Capital 
At All-Time High 


Manufacturing concerns account 
ed for about $2 billion of the $3.2 
billion gain in corporate net work- 
ing 1954, working 
capital of all corporations reached 
a record high of $95.8 billion 

On Dee 
porations had a net working capi- 
tal of $58.7 billion. 
corporations 


capital in as 


31, manufacturing cor- 


Trade showed a 
climb of $800 million and railroads 
of $200 million in 


capital. Other 


an increase 


working industry 
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groups reported little change, ac- 
cording to the Securities and Ex- 
change Commission. 

Corporate liquidity 
somewhat in 1954, as inventories 
were reduced and liabilities were 
lessened. Cash and U. 8. Govern- 
ment 
per cent of current liabilities at 
the end of the year. 

Corporations, especially manu- 
facturing firms, cut their inven- 
tory holdings by $2.8 billion in 
1954, for the first reduction since 
1949. Inventories were figured at 
$65.1 billion as of Dec. 31. 

Cash holdings increased by $700 
million, and notes and accounts re- 
ceivable rose by $1.2 billion during 
the year. 


increased 


securities amounted to 56 


Today's Average Home 
Buyer Is Younger 


Home buyers who make their 
purchases under the Federal Hous- 
ing Administration have a median 
age of between 34 and 36, a study 
of FHA statistics indicates. 

In an analysis of 6,500 mort- 
gages insured in the first 10 days 
of March, FHA found that the 
typical person entering into a 
mortgage to buy a new home is 
34.6 years old. Typical buyer of 
an existing home is slightly more 
than 86, 

More than 30 per cent of the 
new-home buyers in the group 
studied were under 30; more than 
half were under 35; and all but 
about 7 per cent were under 50. 
Fewer than 25 per cent of buyers 
of existing houses were under 30; 
45.6 per cent were under 35; and 
nearly 10 per cent were past 50. 

A similar survey of 6,000 in- 
sured mortgages in 1939 showed 
the median age of the typical new- 
home purchaser at that time to be 
36.2 and that of the typical exist- 
ing-home buyer to be 40, 

As FHA explains it, the average 
buyer is younger today because he 
doesn't wait so long to accumulate 
equity and because maturities, ex- 
tending in many cases to 30 years, 
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permit lower monthly payments on 
loans. 


April Locomotive Orders 
Ahead of 1954 


New locomotives installed by do- 
mestic railroads in the January- 
March quarter were about 25 per 
cent fewer than in the correspond- 
ing months last year, but orders 
for new locomotives on April 1 
were well ahead of those on the 
same date in 1954. 

Placed in service during the first 
quarter were 306 locomotives, all 
of them diesel-electric except for 
three electric units. In the first 
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three months of 1954, 421 locomo- 
tives were installed by the rail- 
roads. 

Class I railroads had 428 new 
locomotive units on order on April 
1. The total includes 421 diesel- 
electric and seven electric units. A 
year earlier, 365 new locomotives 
were on order, 

Still making a 
March were 


comeback in 
deliveries of new 
freight cars. Deliveries for the 
month totaled 2,833, compared 
with 2,422 in February. By com- 
parison, though, deliveries in 
March, 1954, amounted to 4,823. 

Orders for 2,156 freight cars 
were placed in March. As of April 
1, the backlog of cars on order 
was 17,974. 


OASI Receipts Continue 


To Increase 

Receipts of the Old-Age and 
Survivors trust fund 
will continue to be higher than 


Insurance 


amounts paid out during the next 
five years, trustees of the fund 
forecast. 

This estimate is contingent on 
continued healthy employment con- 
ditions. Nine out of ten employed 
persons in paid jobs are eligible 
now for OASI benefits. 

At the completion of the 1954 
fiscal year, assets of the fund 
amounted to more than $20 billion. 
A year earlier, the total was $18.3 
billion. 

Number of drawing 
OASI benefits as of last June was 
6.4 million, 
crease of 16 per cent in a year. 
Benefit payments to retired work- 


persons 


representing an _ in- 


ers and their dependents and sur- 
vivors in fiscal 1954 amounted to 
$3.2 billion. 

teceipts of the trust fund dur- 
ing the year totaled more than $5 
billion, of which $450 million was 
interest. 


Home Building May Level 
Off Later This Year 


Some chance of a leveling-off in 
home construction after midyear 
is acknowledged by the principal 
government official in the housing 
field. 

Housing Albert 
M. Cole says the present volume 
government 


Administrator 


of applications for 
mortgage insurance, plus related 
factors, have given “just a hint” 
that there will be no increase in 
the pace of housing starts during 
the second half of 1955. Starts in 
January-February were at an ad- 
justed annual rate of 1.4 million, 
equa! to the 1950 peak total. 

To keep an eye on conditions in 
the housing market, Mr. Cole has 
reactivated the 12-man National 
Housing Council, established by 
Congress in 1949. Prior to his ac- 
tion, the council had not met for 
about three years. 

Concern over the supply of new 
housing is expressed in some quar- 
ters on Capitol Hill. 
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New York Ruling Approves Life Premium Differentials 


NOMPETITION between companies in the 
& sale of life insurance has brought about a 
family financially-protected America. This secu 
rity conscious family has been a forceful factor 
in the growth and prosperity of the nation 

The life insurance business has been domi- 
nated, in fact, for almost half a century by state 
levislation based on the findings of the 1906 
Armstrong Investigation in New York. This 
code of laws in its essence, has never been 
altered. Extraneous amendments in the law 
have been made during the years prompted by 
the introduction of utilitarian devices, improved 
living standards, economic vicissitudes or Fed 
eral enactments which altered some basic con 
cept in the relationships between the individual, 
the states and the national government. Com 
petition was not discouraged by these 1906 laws 
nor by their amendings. 

As the interest rate attained by the variou 
companies tended to reach a norm, as labor say 
ing machines narrowed the expense differentials 
and as health standards were raised and the 
span of life lengthened, new outlets for competi 
tion became a necessity. In recent years, this 
has taken the form of the issuance of special 
policies giving consideration to a variety of con 
tingencies including age, policy size and the 
health of an applicant 

There has for some time been under consider 
ation the legality and justice of these special 
contracts. The New York Insurance Department 
in a ruling dated April 20th has made a distinct 


1955 


contribution to life insurance and to prospective 
owners thereof. This ruling holds that the New 
York statute which prohibits discrimination 
does not bar any company from adopting rate 
which, within a policy plan and issue age, varies 
by amount of insurance. The ruling adds that 
non-forfeiture values and dividends should con 
form with principles of equity 

The New York decision recognizes that ce 
tain expenses are uniform in the issuance of all 
policies, being as much for a thousand dollar 
policy as for a million dollar policy. It elimi 
nates to a large extent, the problem occasioned 
by the issuance of special policies. It levels the 
opportunity of individual companies to compete 
within the dictates of sound actuarial practices 
It gives encouragement to family providers of 
limited income who would secure adequate insur 
ance coverage 

By the ruling, American companies would be 
in competition with Canadian and English car 
riers though without the fee system. While the 
statement accepts the principle that a goodly 
portion of life insurance expenses represents pe! 
policy expense, it does not give a blanket en- 
dorsement because it requires that classifica 
tions be reasonable. The premium differential 
should apply to all classes of policies, life and 
endowment 

The most important and valuable part of the 
directive is the encouragement it vives to pro 


pective purchasers who need more life insurance 
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The Spectator's fourth an- 
nual rating of annual re- 
ports from insurance com- 
panies introduces several 
new names to the list of 
companies winning com- 
mendation for excellence. 


By A. JOSEPH NEWMAN, JR. 


Financial Writer 
The Philadelphia Evening Bulletin 


This year THE SPECTATOR asked an out- 
side expert to make the final ratings on 
these annual reports. A. Joseph Newman, 
Jr, who writes a daily column on finan- 
cial news for Philadelphia's “Evening Bul- 
letin,”’ judged these company reports after 
four Spectator staff members gave them 
a set of preliminary grades. 

In the course of his daily work, Mr. New- 
man has studied statements from all types 
of financial institutions and follows closely 
developments in the banking field. 

He has yeors of newspaper experience, 
having worked on the ‘Louisville Courier- 
Journal” and for two and a half years the 
“Washington Post" before returning to his 
hometown — Philadelphia —in 1952. Now 
his daily financial column reaches “nearly 


everybody” in this metropolitan center. 
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The Winners! 


—1955s 


110° ANNUAL REPORT 


TOP LIFE ANNUAL REPORT: 
New York Life Insurance Co. 


NNUAL reports of insurance 
companies for 1954 are good pieces 
of business literature. Some could 
be improved, however, and fire and 
casualty reports in general make 
better reading than those of life 
companies. 

For the most part the fire and 
casualty reports are brightly writ- 
ten, intelligently edited and fre- 
quently beautifully illustrated. 


Necessary Data 


The better ones contain operating 
and balance-sheet information that 
policyholders and stockholders need 
in order to tell how their companies 
are doing. Many include lucid dis- 
cussions of these figures. 

There is a tendency on the part 
of some companies, however, to 
overwrite, to say too much in too 
many words. Some offer too many 
graphs and charts and too much art 
and omit relatively much more im- 
portant information on operations. 





TOP FIRE & CASUALTY REPORT: 
Fire Association, Philadelphia 


Some of these reports end up 
with a cluttered look, so that the 
non-professional reader, who is in 
the majority after all, is in danger 
of getting bogged down with the 
weight of the material he’s sup- 
posed to digest. 

Some reports of capital stock 
companies fail to contain such op- 
erating data as investment earn- 
ings, underwriting earnings, net 
income and dividends paid in the 
customary per-share form. Some go 
to the trouble of working out per- 
share figures and then bury them 
deep in the body of the annual re 
port. 

The best place for per-share fig- 
ures is in an easy-to-find, easy-to- 
read summary or highlight table at 
the beginning of the report. 

Too many companies report op- 
erating and balance-sheet data for 
only one year; two should be the 
minimum and five or more years is 
even better. It’s pretty hard for a 
stockholder, and the policyhoider 
too, to tell how his company is mak- 
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ART AWARD: BEST COVER 
London Life, Ontario, Canada 


ing out if he’s given figures for only 
one year. 

In general, too many reports of 
capital-stock insurance companies 
place too much emphasis on what 
the policyholder wants to know and 
too little on what the stockholder 
ought to know. 


Frequent Omission 


Another omission in many re- 
ports: expense and loss ratios for 
two or more years. 

Most of the 1954 reports do pre- 
sent an analysis of their invest- 
ment portfolios. The better reports 
break down their holdings by type 
of security (mortgages, Govern- 
ments, preferred stocks, common 
stocks, etc.) and by industry (rails, 
industrials, utilities). Many make 
good use of charts and graphs to 
highlight the breakdown. 

Here are the five annual reports 
of fire and casualty companies that 
were rated the best: 
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ART AWARD: EDITORIAL LAYOUT 
Fireman's Fund, San Francisco 


1. Fire Association of Philadel- 
phia. 

The text is easy to read, not too 
long and tells the essential facts. 
Plenty of white space on the pages 
invites readership. 

Particularly valuable is a “High- 
light” page at the beginning of the 
report. You can see at a glance how 
much insurance Fire Association 
wrote, what its underwriting and 
investment results were, and how 
much money the group of com- 
panies made. 

The table gives figures in per- 
share form and includes expense 
and loss ratios, too. There are 
year-ago figures and a third column 
showing comparisons between the 
Another table in the 


body of the report gives similar 


two years. 


data for five years. 

2. Glens Falls Group. 

The report is relatively plain but 
ranked high because it had a good 
highlight page, a 10-year summary 
of operations and because it made 

Continued on page 30 


The Winners 
FIVE BEST 


among life annual reports 
1. New York Life Insurance Co., 
New York, N. Y. 
2. Penn Mutual Life insurance Co., 
Philadelphia, Pa. 
3. Mutual Life Insurance Co. of New 
York, New York, N. Y. 
4. Prudential Insurance Co., 
Newark, N. J. 


5. Life Insurance Co. of Virginia, 
Richmond, Va. 


TEN OUTSTANDING 
among life annual reports 


(in alphabetical order) 

Guardian Life Insurance Co., New York 

London Life Insurance Co., London, Ont. 

Metropolitan Life Insurance Co., 
New York, N. Y. 

New England Mutual Life Insurance 
Co., Boston, Mass. 

Pacific Mutual Life Insurance Co., 
Los Angeles, Calif. 

Phoenix Mutual Life Insurance Co., 
Hartford, Conn. 

Provident Mutual Life insurance Co., 
Philadelphia, Pa. 

Standard Insurance Co., Portiand, Ore. 

State Mutual Life Assurance Co., 
Worcester, Mass. 

Sun Life Assurance Co., Montreal, Que. 


FIVE BEST 
among fire and casualty annual 
reports 


. Fire Association of Philadelphia, 
Philadelphia, Pa. 

2. Glens Falls Group, Glens Falls, N. Y. 

. Insurance Company of North Amer- 
ica, Philadelphia, Pa. 

. American Insurance Company, New- 
ark, N. J. 

. Fireman's Fund Insurance Company, 
San Francisco, Calif. 


TEN OUTSTANDING 
among fire and casualty annual 
reports 


(in alphabetical order) 

Aetna Insurance Group. 
Conn. 

American Fidelity & Casualty, Rich- 
mond, Va. 

American Fire & Casualty, Orlando, 
Fia. 

Employers’ Group Associates, Boston, 
Mass. 

Fidelity and Deposit Co., Baltimore, 
Md. 

Great American Insurance Co., New 
York, N. Y. 

Home Insurance Co., New York, N. Y. 

National Union Insurance Cos., Pitts- 
burgh, Pa. 

Phoenix Insurance Co., Hartford, Conn. 

U. S. Fidelity and Guaranty Co., Balti- 
more, Md. 


Hartford, 
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ANNUAL REPORT 
AWARDS 


The Winners! 1955 


good use of a few graphic charts 

The highlight table gives per- 
share figures and loss and expense 
ratios for 1954 and 1953. The text 
is brief and informative. 

3. Insurance Company of North 
America, 

North America’s Life-like report 
for 1954 has an excellent five-year 
introductory summary, but the 
reader wonders why he has to wait 
until page 15 to find per-sare earn- 
ings. 

As in the past, the North Amer- 
ica report contains a readable and 
detailed analysis of the underwrit 
ing results in each of its many 
lines and, as in the past, is well 


planned and attractively illustrated 

North America’s stockholders will 
find an eight-year record of the 
stock’s market 
useful, 

1. American Insurance Co. 

The message of B. C. Vitt, presi- 
dent of American Insurance, is the 
highlight of the 1954 report. Mr. 
Vitt gives an intelligent and well- 


performance very 


written report on the nation’s econ- 
omy in general and the insurance 
industry in particular. 

There’s a refreshingly frank and 
realistic appraisal of the competi- 
tion being offered by direct writers 
and of what the company is doing 
to meet it. 


The report has a good five-year 


summary of operations but no per 
share figure. 

5. Fireman's Fund Insurance Co 

Here a highlight page gives a 
five-year compilation of the finan 
cial facts in per-share terms, sup 
plemented by a ten-year income 
statement in back of the book. 


Hurricane Map 
An attractive frontispiece 
of the path of destruction sown by 
1954's three big 
dresses up the appearance of the 


a map 
hurricanes 


report. 

Like those of the fire and casu 
alty companies, the annual reports 
of life companies for 1954 are gen- 
erally well-written, well-edited and 
attractively illustrated. 

However, life reports by and 


Staff Notes on 1955 Annual Report Contest 


a fteves year’s judging of insur- 
-ance company annual reports 


an out- 


has several added features: 
side judge selecting the final win 
ners, our art staff giving special 
recognition to certain artistic fea- 
tures in the reports, and reinsur- 
ance company reports being judged 
as a separate group. 

But the most difficult change was 
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our attempt to specify the figures 
which should be shown in an annual 
report. What figures must be in- 
cluded to make a company’s finan- 
cial picture complete? Which sta- 
combined and 


tistics should be 


which shown separately? 

We admit this is an impossible 
task, but we tried it. Starting from 
the convention-form-annual-state- 


large pay too little attention to op- 
erating results. It’s obvious that 
this is a serious failing in the re- 
ports of capital stock companies. It 
leaves stockholders up in the air. 
3ut it’s also a serious omission 
on the part of the mutual life com- 
panies. Their policyholders need to 
know that 
sizable surplus and 
other facts of its underwriting life. 
But it’s also important for them 


their company has a 
some of the 


to know whether or not their com 
pany is making money and how 
much it made in 1954 versus 1953 
and other years. If earnings—or 
additions to surplus—are dwindling 
the company may be in trouble, and 
so may its policyholders 

Some life companies, as noted, 
give earnings figures, but fail to 
give readers an intelligent discus 
sion of what they mean or to com- 
pare them with previous years. In 
too many instances it takes an ex 
pert to interpret what they mean. 

Some life reports stand out, how- 
ever. Here are the top five 

1. New York Life Insurance Co. 

This report is bright, well-writ- 
ten and attractive. Operating state- 
ments and statements of condition 
are complete and cover two years. 
The discussion of underwriting 
and investment results is good and 
not too long. Charts and graphs 
are outstanding. 

2. Penn Mutual Life Insurance 
Co. 

Penn Mutual’s report includes a 
good operating statement but neg- 
lects to compare figures with prior 


ment, juggling the opinions of vari- 
ous experts, pooling the knowledge 
and experience that goes into THE 
SPECTATOR’S many statistical books, 
we drew up a tentative list. This 
list of figures that might be in the 
ideal annual report—one set for 
life and another for fire and cas- 
ualty—then was checked against 
each of the more than 130 annual 
reports received in time for the 
judging. 

Naturally, these lists guided only 
part of the grading. THE SPECTA- 
TOR’S annual study of annual re- 
ports has always considered the 
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years, although the balance sheet 
does. The text contains one of the 
better discussions of operating re- 
sults and what they mean to the 
policyholder. 

3. Mutual Life Insurance Co. of 
New York. 

Mutual of New York’s 
shows that a report doesn’t have 


report 


to be big or elaborate or dressed 
up with pretty pictures to be good. 
There’s a good highlight page and 
some discussion of operating re- 
sults. A separate booklet listing 
investments helps keep the report 
short. 


Two-Year Comparison 

1. Prudential Insurance Co 

This report is short and to the 
point too, and has a two-year com 
parison of balance-sheet and op 
erating-statement figures. The type 
is big and easy to read. 

5. Life Insurance Co. of Virginia. 

Life of Virginia’s report is the 
only one of the capital-stock life 
companies to make the top five. 

The operating statement contains 
figures. for 1954 and a comparable 
set showing averages for the past 
five years “to emphasize the fact 
that too much weight should not be 
given to the results of only one 
year because of the nature of our 
business.” 

There’s a readable introductory 
summary and the rest of the report 
is clear, easy-to-read and to ths 
point. 


booklets as 
well as the information they con- 


appearance of these 
tain. To win the public’s attention, 
reports must be both pleasing and 
informative, we believe. So our 
grading system includes credits for 
the written text, the material or 
figures shown, and appearance. 


What We Looked For 
Sut this year we tried to estab- 
lish a standard for the material 
these reports should contain. Re- 
produced here is the list, edited, 
Continued on page 83 
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More Winners 
Art Awards 


For best cover—London Life, London, 
Ontario 

For Editorial Layout—Ist: Fireman's 
Fund, San Francisco, California 

2nd: Penn Mutual Life, Philadelphia, 
Pennsylvania 

(As a new feature for this year's judg- 

ing of Annual Reports, THE SPECTA- 

TOR's Art Department, headed by 

Howard Kohibrenner, cited these three 

reports for artistic excellence.) 


Reinsurance Citation 


The report of the American Reinsur- 
ance Group, New York, was the most 
informative and attractive among rein- 
surance companies’ 1954 ennual re- 
ports with the General Reinsurance 
Group, New York, a close second. 

As a group, reinsurance reports 
were shorter, heavier on the statistical 
side and lighter on written text than 
those of insurance firms in the retail 
end of the business. 





INCOME 
Total premiums and annuity con- 
siderations 
Gross earnings from investments 
less investment expenses 
Miscellaneous income 
Total income 


DISBURSEMENTS 


Death benefits 
Matured endowments 
Annuity benefits 
Disability benefits 
Surrender benefits 
Accident and health benefits 
Dividends to policyholders 
Total benefits 
Additions to policy reserves 
Expenses: Commissions 
Administration, 
Taxes, licenses, fees 
Federal taxes 


NET GAIN FROM OPERATIONS 


Realized gain on sale of securities 
Increase in market value of securi- 
ties 
(Dividends to stockholders if stock 
company) 
(Per share earnings) 


NET ADDITION TO SURPLUS 


Surplus at beginning of year 
Surplus at end of year 


Gross premiums written 
less reinsurance ceded 
Net premiums written 
change in unearned premium 
reserve 
Earned Premiums 
Losses incurred 
Loss adjustment expense 
Agents commissions 
Other underwriting expenses 


NET UNDERWRITING INCOME 
interest, dividends, rents earned 
investment expenses 
Nef realized capital gains 
Underwriting and investment in- 
come before Federa! taxes 
Federal taxes 


NET OPERATING INCOME 

(Per share earnings if stock 
company) 

Surplus from previous yeor 

Net unrealized capital gain 

Other changes in reserves and 
surplus 





List of Figures for an “Ideal” Annual Report 
Life 


Fire and Casualty 


ASSETS 


Bonds: U. S. government 
State and municipal 
All others 
Stocks: Preferred 
Common 
Mortgage loans 
Real estate owned by company 
Loans to policyholders 
Cash and bank deposits 
Premiums in course of collection 
Other assets including investment 
income due 
Total 


LIABILITIES 


Reserve for life policies 

Reserve for accident and health 
policies 

Claims to be paid 

Dividends and proceeds left with 
company 

Dividends to be paid in following 
year 

Security Valuation Reserve 

Taxes, licenses, fees including 
Federal taxes 

Capital paid-up 

Unassigned Surplus 


Dividends declared for policy- 
holders and/or stockholders 

Change in surplus 

Surplus at end of year 


ASSETS 


Cash and bank deposits 
Bonds: U. S. government 
Other bonds 
Stocks: preferred 
Common 
Premiums in course of collection 
Home and branch offices 
Mortgage loons 
Other admitted assets 
Total 


LIABILITIES 


Reserves: Unearned premiums 
Losses and loss adjustments 
Taxes, expenses, other liabilities 
Unauthorized reinsurance 

Capital 

Surplus 
Total 











— 

2 ——— i 

_ ; 

ee ee sisess 

er : a» 
a POP ee eae! 

me 


cp iO + sal 
pp oe pnt ele ’ 


aa ae ; 
ee: eee Se oor eecesesi . 
Bmp none ah the te the the e+ } 


patente ty ey 
eee Lees 
vTyT. © | tat 
: + 


pe ee nme e 


* 


eee ee! 


+-4 

















Philamlife's new home office building, above, will provide 
200,000 squore feet of floor space on five-acre site in 
Manila. Company began in 1947 as Philippine-incorporated 
successor to U. S, Life. Pioneering’ efforts include: group 
life, group hospital and surgical, substandard life, direct 
management of investment properties. Below, Mayong Vol- 
cano, “world's most perfect cone,” is in Southern Luzon. 


hilamlife 


Recently the National Planning 
Association published a case 
study of The Philippine American 
Life Insurance Company as an 
example of how U. S. business or- 
ganizations can succeed abroad. 


Principle of investing in the Philippines has led Philam 
life to start several programs for middle-class housing 
Below left is deluxe model, 3 bedroom home in the 
newest company project, for sale on the company's 
unique long-term sale plan. Below, the company both 
supports civic activities and emphasizes its housing 
projects with a float in Independence Day Parade. 





NE AMERICAN LIFES: 
NATIONWIDE 


HOUSING PROJECTS 
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Serves the Philippines 


ELECTION of Philippine American 
Life Insurance Company of Manila by 
the National Planning Association as 
the subject of its third case study of 
well-run industry abroad is an honor 
well placed. 

Philamlife, controlled by ( V 
Starr, writes life insurance and group 
surgical and hospital in the Philip- 
pines exclusively. Principles on which 
the company operates are evident in 
these pictures of its investments in 
housing for middle income groups 
and in commercial-industrial build- 
ings, free medical service for policy- 
holders, superior employee relations, 
and support of community programs. 


Employee morale rates high with Philamlife 
Below right, prize-winning number is drawn at 
one of the company-sponsored social affairs. 


Free employee health and medical service in 
cludes full-time, modern equipped dental clinic 
below, and annual complete medical check-up 
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Philamlife met the need for commercial-industrial buildings by providing mortgage 
loans or actually financing construction for firms like Sharpe & Dohme, above left 
and Koppell-Philippines (Manila Broadcasting Co.}, above right in downtown Manila 


Executives reflect company emphasis on Filipino personnel. Below, left to right 
standing: Leonides S. Virata, v. pres. and treas.; Ramon V. del Rosario, exec. v. pres 
seated: Cesareo H. Grau, v. pres.; Earl Carroll pres.; Emilio Abello, v. pres 
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Crop-Hail—A Growing Coverage 


ORE than one billion dol 
lars of “crop-hail insurance” was 
written during 1954 by members 
and subscribers of the Crop-Hail 
Insurance Actuarial Association 
Farmers in all parts of the nation 
paid some 481% million dollars in 
premiums for this protection. 

Just what is “crop-hail insur 
ance”? Briefly, crop-hail insurance 
is the name of that type of insur 
farmer 


ance which insures a 


against loss resulting from hail 
damage to growing crops. Hail, 
though the basic hazard, is not the 
only peril insured against as the 
crop-hail policy also provides pro- 
tection, depending on crop and 
region, against fire, lightning, live- 
stock, wind 


(sometimes required 


to be accompanied by hail), air 
craft, and vehicles 

Also, to say that this insurance 
applies to growing crops only is 
not strictly correct. For selected 
crops and in certain areas, crop 
hail insurance is extended to cover 
crops until they have been unload 
ed at the first place of storage. One 
special policy covers tobacco while 
in the curing and pack barns and 
until delivered to the sales ware 


house, 


All States 


Crop-hail insurance is written in 
every one of the 48 states, with 
most of the insurance being taken 
out on wheat, tobacco, cotton, corn, 
and oats. 
“big five,” 
over 150 different types of crops at 


(Although these are the 
insurance has covered 


one time or another.) The three 
leading states in the amount of 
crop-hail coverage written in 1954 
were North Carolina, Kansas, and 
Texas 

The rates charged for insurance 
on wheat, cotton, corn, and oats 
generally are considered as the 


Protection for many crops is described here with 


extent of the need and types of policies issued. 


With premium volume over $48 million for these 


companies, "crop-hail" ranks as an important line 


for farm protection in the insurance portfolio. 


By RICHARD J. ROTH 


Assistant Secretary and Manager 
Crop-Hail Insurance Actuarial Association 


“basic rates.” Lower rates are 
usual for such crops as_ hay, 
sorghums, sugar beets, and pota- 
higher 


charged for tobacco, tree fruits, 


toes, while rates are 
vegetables, and vine crops. 

Since the usual life of a policy 
contract is counted in months (the 
length of the crop growing season 
the same rate applies whether the 
insurance is taken out in early 
spring or if taken out just before 
harvest. 

The average rate charged over 
the United States for crop-hail in- 
surance in 1954 was $4.60 for 
every $100 of insurance. The rates, 
however, vary greatly by crop and 
area. In fact, in many states dif- 
ferent rates are charged for each 
six-mile square government town- 
ship. All of the rates promulgated 
by the Crop-Hail 
tuarial Association are based on 


Insurance <Ac- 
accumulated insurance experience 
with revisions in rates being made 
periodically. 


It is an interesting fact that hail 
damage seems closely related to the 
elevation of land above sea level. 
The higher the altitude, the more 
chance there is of damaging hail 
occurring. 


Contract Data 


With regard to the contract it- 
self, how long is the policy in 
force? Generally speaking, crops 
are insured from the time they are 
up to a normal stand until the crop 
is harvested. There is also a date 
in the policy after which insurance 
automatically expires, but this 
simply provides protection to the 
insurance company against a farm- 
er abandoning his crop. 

Most policies are taken out an- 
nually at the start of the growing 
season. In a few states, however, 
there are five-year policies which 
are issued, but again, the premium 
is paid annually in each of the five 
years and each year endorsements 
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are made to the policy to provide 
for changes in amount and type of 
crop grown. 

Local agents do not issue the 
policies. Instead, they send in ap 


plication forms to the insurance 


company. Insurance becomes ef- 
fective 24 hours after the farme 
makes application, though the in 
surance company has the option of 
rejecting the application. However, 
if the farmer’s application is not 
rejected within 10 days, his insur- 
ance is automatically in effect for 
the entire season. In any case, he 
is fully insured until he receives 
notice that the company will not 
issue an insurance policy for his 


crops 


Application 


The application form requires 


the land description (county, town 
, the kind of crop, 
interest that the 


farmer has in the crop, the num- 


ship, and range 
the per cent 
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Above are average county wheat rates 


ber of acres, and the insurance per 
acre desired 
The pole y provisions, of course, 


do not appear on the application 


form. However, agents are sup 
plied with specimen policy forms 
o that the farmer is fully aware 


as to the coverage for which he 
applying 


Chere are basically two different 


types of policies The yvreat ma 
jority of business is written under 
the “percentage policy.”” The per 


centage policy pays the same pro 
portion of insurance as the propor 
tion of crop destroyed If 40 per 


cent of the farmer’s crop is de 
stroyed on any given acre, he wil! 
receive in payment 40 per cent of 
the amount of insurance that he 
has on that acre. If he has $10.00 
will col 


Urance 


insurance for that acre, he 
lect $4.00 If he has $50 in 
for that acre, he will collect $20 
rhe extent to which a farmer pro 
tect himself depend ipon the 


amount of insurance per acre pur 


for the non-deductible policy form 


chased as compared with the value 


of crop per acre 


Minimum Loss Clause 


In many states, there is a mini 


mum loss clause in the percentage 
policy which provides that a ce 
tain proportion of loss to any acre 
before the 


of crop is required 


farmer is eligible to receive pay 
ment. Five per cent is the usual 
figure for the minimum los Thi 
minimum percentage is not deduct 
ed from his payment if the loss i 
yreater than the minimum. If the 
, he wil 


an 5 pet 


aso per cent los 
If he ha 


loss, he will receive & per cent 


farmer ha 
receive nothing 
cent 
of the insurance applying 

For farmers who prefer to a 


ime a part of the initial loss them 


elve it is possible to have one of 
evera optional endorsement put 
on the crop-hail poli Which will 
result in a ibstantially reduced 


Continued on page 75 














Students from other U. S. and Canadian companies gather in American United's home 
office auditorium for 1955 week-long Spring session of risk selection seminar 





School Daze for Underwriters 





President Clarence A. Jackson addresses 
students on company's reinsurance policy 
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WICE yearly American United 
Life Insurance Company at In- 
dianapolis rolls out its school kit 
in risk classification and welcomes 
an average of 50 underwriting stu- 
dents from other companies across 
the nation. 


Well-Filled Days 


In a solid week of morning and 
afternoon classes this spring 
from April 18 to 22—old hands 
such as Chester F. Barney and 
John B. Ulrey give away what has 
been described by students as 
“some of the most valuable infor- 
mation in the business.” 

This year the spring session of 
the schoo! was attended by 45 full- 
time participants from 37 different 
companies. Some of the sessions 
are pictured on these pages. 

The American United “school” 
has several purposes. As Presi- 
dent Clarence A. Jackson said in 
welcoming the group last month, 
“The seminar also helps the Amer 


ican United staff. Through prepa- 
ration and study for teaching, they 
must keep ahead of the average 
underwriter.” 

Started years ago, the 
seminar has always been planned to 
fill the need for organized teaching 
assigned to 


many 


of personnel newly 


home office underwriting duties 
The curriculum, therefore, is not 
designed for experienced under- 
writers, but some long in the busi- 
ness do attend—to brush up on a 
particular subject, to learn rein- 
surance procedure, or to garner a 
few facts on underwriting sub 
standard risks, for use where there 


is no regular procedure. 


Reinsurance Pioneer 

American United, in addition to 
the direct business it has written 
since 1877, has been actively in the 
reinsurance field since 1904, long 
er than any of the other compan- 
ies now competing for that type 
of business. Thus the company 
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Two courses in risk selection are put on each 
year by American United Life. Here in pic- 
tures and a few short paragraphs are the 
basis and background of the latest seminar. 


By GEORGE E. DIEHL, 


Public Relations, American United Life Insurance Ce. 





Lectures stress fundamentals says vice 
president Chester F. Barney os he dis 
cusses classifying substandard cases 





has been one of the leaders eve 


since risk selection became a sci 


once Major medical expense is topic of Theodore T. McClintock, upper left, director 
of company's A & S insurance. Above, Dr. John S. Pearson, medical director, 
explains normal electrocardiogram. Landis Dale, left, and Hartzell Perry, 
United, assist with the seminar details. 


Complete Manual 


nn asi reinsurance, also of American 
rhe latest addition to American 


United’s selection tools, a com 
plete underwriting manual, was 
released this year to the company’ 


More 


“reinsurance 


partners.” 
than just a reference book, it is a 
comprehensive work on terms and 
techniques. A portion of the semi- 
nar last month was devoted to the 
use of reinsurance and occupa- 
tional manuals that 


this book. 
Not every minute of the seminar 


accompany 


program, however, is scholasti 
Included are several social func- 
tions—a reception and dinner and 
later a luncheon at which atten 
dance certificates are presented 
The men and women who attend 
these twice-yearly seminars are 
guests of American United while 
in Indianapolis. Noon meals are 


served in the home office cafeteria 
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adjacent to the classroom. Free tant vice president, reminded the 


time is included in the week's 
schedule so that students may con 
sult with executives throughout 
the building. 

But many of these executives 
are on hand to conduct one or 
Vice Presi 
dent Barney of underwriting re 
search led off in the first session 


more of the sessions 


last month with remarks on the 
underwriting importance of the 
agents, medical examiners, and in 
spe tors He pointed out that the 
lay underwriter must depend upon 
information provided by others 
when he classifies a risk. 
Discussing overinsurance and 


speculation, John B. Ulrey, assis 


class that 
represent an almost certain loss to 
“The business,” he 


overinsurance Cases 


the company 
said, “may be expected to term 
inate in lapsation or premature 


death claims.” 


Start Right 
And so the week's classes pro 
ceeded, touching on nearly every 
phase of risk selection and classi 
fication, standard and substand 
ard As Mr 


about the course, it cannot begin 


Barney remarked 
to cover the subject completely, 


but it is a unique effort, among 
companies of this type, to set the 


beginner on the right track 





A Factual Approach to Insurance Marketing 





AUNCHING a new product 
or sales program, be it insurance, 
consumer goods or durable goods, 
is a hazardous venture which only 
too often is undertaken with in- 
sufficient facts. Perhaps it is a 
comforting thought for the insur 
ance business that most industrial 
products which get on the market 
do not produce a profit. As shown 
in the attached graph (Exhibit I) 
a recent study showed that only 
one-fifth of the new 
launched returned a profit to their 
sponsors. The same study also 


products 


emphasized that seven out of ten 
products in production cost more 
and took longer than anticipated. 


What can management do to 
reduce this risk? 

Is this waste of time, effort and 
expense necessary? Much of it defi- 
nitely can be eliminated if time and 
effort are put into finding out objec- 
tive answers to some of the ques- 


38 


Part Il—Decisions on 


In last month's Spectator, Dr. Lang began 


this series of articles on the application of 


marketing research to insurance. This chap- 


ter discusses the very basic question of how 


management decides whether the company 


should expand into new areas or lines. 


By FRANK LANG, Frank Lang & Associates, Chicago, Ill. 


Copyright: Frank Lang & Associates, | N. LaSalle St., Chicago, I! 


tions on whether a product should 
be sold. The proper formulation o1 
definition of the distribution prob- 
lem often represents the most com- 
plicated aspect of marketing re 
search. 

Management frequently has an 
erroneous, mostly too narrow con 
ception of the true nature of the 
distribution problem. Sometimes 
problems are simple and clear; 
the same or a very similar one may 
have been studied before. Often, 
however, they are new, complex or 
deceptive. Without a diagnosis, no 
course of treatment can be possi 
ble. Just as the doctor detects 
some symptoms readily but must 
seek others by questioning the pa 
tient or examining him, so mar 
keting 
some problem at once but needs to 


research may diagnose 
go further to solve others. 

For example, a typical manufac 
turer relying solely upon the views 
of his production department may 








feel: “My knows 
what is best. He knows what the 
buyer likes (or actually ought to 
like).”’ Unfortunately, the taste of 
the American public is not logical, 


production-man 


very often biased and moreover un 
predictable without adequate facts. 

Many consumers, because of lack 
of knowledge, sometimes buy defi 
nitely inferior products, Not long 
ago a food packer put into a prod 
uct an expensive ingredient and 
added additional processing which 
improved it greatly over competi 
tion. Yet sales did not respond 
Finally, some hindsight research 
showed that the consumers pre 
ferred the cheaper competitive 
They just did not feel 
ingredient was 


product! 
the expensive 
worth the extra price. 

The situation in the insurance 
business is not too different. Some 
companies fee] that the launching 
of a new policy is strictly the job 
of the actuarial and legal depart- 
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“Whether to Sell’ 


EXHIBIT | 
| DON’T EXPECT MIRACLES — 


Wh will take longer and cost more than anticipated 
And the introduction stands an excellent chance of failure 


This is the advice of 200 leading packaged goods 4 +. In their experience 
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QUESTIONS 


Some of the questions an insurance com- 
pany should answer before making any 
new or major merchandising move: 


Can management afford to give suffi- 
cient attention to a new line? 


Are our capital resources adequate to 
enter on this new venture? 


What do you know about the experi- 
ence which other companies have had in 
the administration of this line? 


Will the new department obtain coop- 
eration and enthusiastic support from ex- 
isting staff members and the agency 
force? 


ls our present staff adequate and suffi 
ciently trained technically to take on these 
new responsibilities? 


Is the public ready or conditioned for 
the line or policy you want to market? 








REQUIRE A LONGER TIME — + 
TO PROMOTE THAN eSSss3 How will existing or proposed legislation 
a Z affect lines of insurance which you are 
— : gon now selling or planning to enter? 
@ LACK OF FOLLOW.THROUGH MARKETING PLAN | 
vet pa ee Are our service offices equipped to han 
So ae © LACH GP SRARNEY TOTS | dle this new or additional business? 
ANCE © INSUFFICIENT PRODUCT RESEARCH 
@ LACK OF PRE-TESTING OF PACKAGING | 
Chart reprinted with permission from ‘Sales Management N 0, 1954 
ments. The technical knowledye nto other branches or such questions to which insurance com 
in these departments may be ver) as have never been known before pany management may want to 
high. Still some of its incumbent Partly because of multiple line find answers prior to any new or 
have the habit of talking only with legislation, partly because of the major merchandising move. They 
“other actuaries” and “other law public desire to obtain types are not intended to be all-inclusive 
yers,’ and are prone to forget that Of insurance protection from one but merely ag illustrative of ap 
the public, and even agents, are ource, we are witnessing fire com proaches which can be used or 
not necessarily interested in the panies entering the casualty field, techniques which have proven suc 
coverage on which they have been casualty companies entering the cessful: 
laboring for months or years; fre fire and marine lines, ordinary life 
quently the public and agents do companies entering group and ac Can Management Afford to 
not even understand the language cident and health insurance, ac Give Sufficient Attention 
which some of these learned ger cident and health companies add to a New Line? 
tlemen employ; and often the pub ng a life department and lastly, One of the most difficult thing 
lic is not aware nor conditioned for an effort to bring even property to accomplish in an insurance 
the need for this protection and life companies together unde company today is to “get the boy 
the same manayement. Because of together” and study something 
Increasing Importance to this general trend, the need for and give the problem attention 
Insurance this type of organized study 1s There just isn’t enough time. Some 
The last few years have beer becoming increasingly important insurance companies have tried to 
witnessing an effort by all types to insurance enter branches of insurance in 
of insurance companies to expand Listed here are ome f the Continued on page 7! 
39 


June 1955 




















Countries around the world ore represented on head office staff of a Canadian life insur 
ance company doing foreign business. Range is shown by some employees of one com 
pany above, who are, left to right, from Spain, Cuba, Austrio, Japan, France and Estonia 


Canada's Invisible Export 


IFE insurance is one of Can- 
ada’s most important invisible ex- 
ports. Canadian life companies do 
more business outside their own 
country than companies in any 
other country in the world. Last 
year they received $225.6 millions 
in premiums from persons living 
outside Canada. 

As far back as 1885, two Cana- 
dian companies began operations 
outside Canada. By 1900, the num- 
ber with branches in other parts 
of the world had increased to six 
and by 1925 to thirteen, at which 
number it stands today. 


Search for Markets 


Need for broader markets was 
probably the chief impetus which 
sent Canadian companies looking 
for business in other countries. At 
the turn of the century the popu- 
lation of Canada was only about 
five million, with a large percent- 
age of the people living in scat- 
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With 47 fed- 
erally registered companies in the 
field, to build up volume of busi 
ness undoubtedly was a 
problem. 

Today, some two million people 
in sixty different countries own 
policies in Canadian companies. 
These companies operate in almost 
every country in the world, except 
in Continental Europe, Australia 
and behind the Iron Curtain. Most 
of the companies have withdrawn 
from the Far East since Pearl 
Harbor. All activity 
abruptly ceased there during the 
war. A few companies re-opened 
their branches after the war but 
packed up again in countries in 
which the Communists gained con- 
trol or where government restric- 
tions made it difficult to do busi- 
ness. 

Nothwithstanding this curtail- 
ment of business in the East, the 
foreign business for Canadian life 
companies has continued to ex- 


tered rural areas 


major 


insurance 


pand rapidly. Total business in 
force has grown from $3.85 billion 
in 1945 to $7.2 billion in 1954, and 
today about one-third of the total 
business of all Canadian compan 
ies is on persons living outside 
Canada. At least two of those com 
panies have more business outside 
of Canada than they do at home 
Canadian companies write more 
than one-half of the life insurance 
business done in the Caribbean 
area. The following percentages 
show where the business is _ lo- 
cated: U. S. A. 66 per cent, United 
Kingdom 16 per cent, Asia 5 per 
cent, Africa 5 per cent, Caribbean 
and Latin America 8 per cent. 


Similar to U. N. 


How is this world-wide business 
handled? The key is in the nature 
of the head offices of the compan 
ies. The home office of a Canadian 
life company doing foreign busi- 
ness resembles the United Nations. 
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Canada's life insurance industry is unique because 


almost two-fifths of its business comes from other 


countries. 


THE SPECTATOR's Canadian corres- 


pondent rounds-up operational details which have 


enabled life companies there to give protection 


to millions of policyholders in different countries. 


By LILLIAN D. MILLAR, Canadian Correspondent 


—Life Insurance 


Over the years, the staff has been 
built up with representatives from 
the countries in which the com 
pany operates. Such a staff would 
include experts in the languages, 
currencies, laws, business prac 
tices and regulations of all coun 
tries in which the company does 
business 

Theoretically insurance com 
panies have to meet with at least 
two major problems in selling pol 
icies in other countries——-language 
barriers and currency difficulties 

Language, however, has not pre 
sented great difficulties. The com 
panies hire and train local staffs 
who sell insurance to their own 
people. At the head office in Can 
ada persons from those countries 
are of course familiar with the 
language and their 
native countries 


customs of 


In most countries in which the 
Canadian companies operate, Eng 
lish is the language in which busi 
ness is transacted and most in 
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surance contracts are issued in 
English. In French Canada and in 
French dependencies, the policies 
are in French. In Latin America, 
they are in Spanish 


Currency also creates no serious 
difficulties, although the « ompan 
ies deal with some forty different 


| hese 


Sterling, French france 


currencies include [ 
dollar 3, 


and such unfamiliar ones as Java 


nese guilders, Siamese tical Oj 
hbodas, Peruvian soles oro, Indian 
rupees ind Guatemalan quetzals 


Currency of Country 


All business is carried on in the 
currency of the country in which 
it originates. Policies are issued, 
premiums are collected, and pay 
ments are made in tnat currency 
Assets are maintained by the com 
panies to cover their liabilities in 
the curreney of the country of 
origin. In some instances, policies 


are issued in sterling or dollars 





In these cases, premiums are pay 
ible and reserves are held in the 


same currency 
One ¢ ompli ating factor in writ 
foreign business is the varia 
tion in mortality rates for the dif 
In many 
countries premium rates are based 


ferent parts of the world 


on Tropical or Sub-tropical mo 
tality rates In some instances, 
however, company actuaries must 
calculate special premium rates to 
take care of varying risk of death 
in different lands. But most of the 
pole ies sold in such areas are 
high-premium endowments = and 
this has been an important factor 
in making this foreign business 
profitable People in foreign lands 
ire more interested in endowment 
policies than in ordinary life in 
surance. In non-Christian coun 
tries there is not the same high 
women and children 
here in North Amer 


ca and the investment feature of 


regard for 


that there 


life insurance has had more ap 


peal than family protection 


Investment Problem 


Investment of company funds 
often difficult. In each 


country, the company maintains 


abroad is 


assets to cover all its liabilities in 
that country \s a rule these are 
invested in bonds of governments, 
utilities, 


municipalities publie 


transportation companies, and In 
dustrie In some countries invest 
ment of funds has become a majo) 
problem. The lack of freedom of 
nvestment was one feature which 


ed ome mpanies to withdrayv 


from the Philippine Islands. Some 
ilso pulled out of India because 
egislation imposed certain regu 
ations with regard to investment 
vhich placed Canadian life com 
panie nm al infavorable position 


is compared te Indian companies 


The ayens force abroad is one 
if the most interesting and re 
vardiny features of the business 
Over the years the companies have 
built up a large force of local rep 
carry on the 
These 


resentatives who 
business in foreign lands 
ire hired and trained along sim 
ilar lines to those of agents in 


Continued on page 86 
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FOUR WEEKS' 


RECORD OF 


IMPORTANT 





April 19—“Face to Face,” a Safety 

Zone film produced by the Zu- 
rich-American Insurance Compan 
ies, Was the only sound slidefilm 
to win a first place award in the 
1954 contest conducted by the Na- 
tional Committee on 
Safety. The film won top award 
in the traffic and transportation 
classification. 


New York Ruling 
Shifts Premium Basis 


April 20—Premium differentials, 
that have been applied in 
‘special” life policies in 


recent 
months, may now be applied to a 
company’s entire line of life and 
endowment policies, according to 
a ruling by the New York Insut 
ance Department. This means that 
the rate per thousand dollars of 
face value may be lower for a $25.,- 
000 policy than it is for a $4,000 
policy of the same type and issue 
uye. 

Deputy Superintendent Ray 
ruling 
which contained the proviso that 
the insurer must show that the 


mond Harris issued the 


classifications on which the differ 
entials are based are reasonable, 
equitable, and non-discriminatory 
One company had asked the de- 
partment for permission to vary 
premium 
under $5,000, (2 
500, and (3) 


policies (1 
$5,000 to $12, 


rates for 


$12,500 or more 

The ruling issued by the N. Y 
Department said 

“Section 209 of the New York 
Insurance Law prohibits any au- 
thorized life insurance company 
from making 01 
discrimination 


permitting any 


unfair between 
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Films for 


individuals of the same class and 
of equal expectation of life in the 
amount or payment of premiums, 
or rates charged by it for policie 
of life insurance, or in dividends 
rv other benefits payable thereon 
or in any of the terms and con 
ditions thereof 

“Obviously, the insurer in its 
underwriting and determination 
of premium rates must group or 
classify policies so that broad in 
surance averages may be applied 
Provided the 


reasonable, the manner of group 


classifications are 


ing and the degree of refinement 
in such grouping or classification 
rests with the management of the 
insurer. 

“The statute does not require 
that classes shall be limited to 
groups based on differences in 
mortality only. On the contrary, 
the term ‘class’ is to be construed 
broadly to take account of all 
elements involving common char 
acteristics of the class. However, 
the statute imposes a_ responsi 
bility on the insurer to justify any 
system of groupings or rate 
classifications as well as the re 
sults flowing therefrom as being 
reasonable, equitable and non 
discriminatory This means, in 
our opinion, that where premium 
rates vary according to the 
amount of insurance, considera 
tion must be given not only to the 
average size of the policy but to 
any greater or lesser costs attrib 
utable to other factors 

“Therefore, subject to the in- 
surer’s responsibility referred to 
above, it is our opinion that it is 
permissible under the statute for 


your company to adopt premium 
rates which, within a policy plan 
and issue age, vary by amount of 
insurance As to non-forfeiture 
values and dividends, they should 
conform with principles of 
equity.” 

The first graduate pro- 
Science 


April 21 

gram in Actuarial 
in Southern California was an 
Horace W. 
Occidental Life of 
Arthur G 
Occidental 


nounced by Brower, 
president of 
California and Dr. 
Coons, president of 
College. 

The program, initially under- 
written by Occidental Life, will 
include studies in life insurance, 
compound interest, life contingen- 
cies, finite differences, statistical 
inference and graduation of data. 

Students enrolling in the course 
should be college graduates with 
a background of mathematics 
through calculus, 
applied and theoretical statistics, 


plus courses in 


accounting and economic theory. 


Foreign Investing 

Data Available 

Current information on 
investment opportunities 


April 22 


abroad is contained in a new bul- 
letin, to be issued twice a month 
by the Bureau of Foreign Com- 
merce, U. S. Department of Com- 
merce. 

Featured in Bulletin No. 1, now 
available is a survey of invest- 
ment possibilities in Portuguese 
East and West Africa which in- 
cludes: expansion of a cottonseed 
oil refining plant, citrus and coffee 
plantations, a steel rolling mill, 
fishing fleets, and a fish, fruit, 


THE SPECTATOR 





Daily Reports 





EVENTS 


IN ALL FIELDS OF 


INSURANCE 





vegetable, and meat cannery 


Capital investment sought for 
these projects ranges from $175,- 
000 to $500,000. 

Entitled “Investment Opportun 
ities Abroad,” the bulletin is 
available on written request from 
the Commercial! Intelligence Divi 


Foreign Com 


Sureau of 
S. Department of Com- 


sion, 
merce, U 
merce, Washington 25, D. C., or 
from any of the Department's 


Field Offices 


April 25—A study on providing 
home nursing service to Blue 
Cross subscribers through visiting 
nurse agencies has shown advan 
tages to the patients and warrants 
continuation of the project, 
Charles Garside, president of As- 
sociated Hospital Service of New 
York, Blue Cross announced 
An interim report containing a 


summary of the study and its im 
pact on the first 100 patients who 
have received visiting nursing 
services following earlier dis 
charge from the hospital points to 
three definite trends. Patients who 
participated were generally en 
thusiastic over the visiting nurs 
ing services provided. Hospital 
beds which would otherwise have 
been occupied were freed for pa 
tients who needed care in the hos 
pital. A total of 132 patients who 
required hospital care could have 
had hospitalization averaging nine 
days each in beds which otherwise 
would have been occupied by the 
patients on home care. The costs 
of illness for the selected patient 
were reduced as a result of short 
ened hospital stays, since six home 
nursing visits could be provided 


at the cost of one hospital day 





April 22—Formal opening of Bankers National Life's new million dollar home office 
in Montclair, New Jersey, shown above, was held with Robert C. Meyner governor 
of New Jersey, and Charles R. Howell, commissioner of banking and insurance of 
New Jersey at the ceremonies to congratulate President Ralph R. Lounsbury and 


his staff. 


Bankers National also marked the occasion by entering into a national advertising 
campaign for the first time, using a two-page, five-color ad in Fortune Magazine 


to announce the new building and a new policy 
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The Champion 


April 26—Equitable Life Assur- 
ance Society has installed the 
first IBM Type 650 magnetic drum 
data processing machine in New 
York City 
Used 
dividend procedures for Ordinary 


primarily for handling 
insurance, the new electronic ma 
chines will process the records for 
approximately two and one-half 
million policies. It will compute 
automatically the current divi- 
dend according to actuarial for 
and basic mortality and the 
factors 
Also, the 


machine will recognize the policy 


mulas 
interest and expense 


stored in its “memory.” 


holder’s election as to dividend 


disposition and make whatever 


further calculations are neces 
sary 


A punched 
each policy are fed in, the 1100 


cards describing 
step “program” of the machine 
causes it to analyze the data, se 
lect the procedures applicable to 
the case, carry through the ap 
propriate operations and punch 
new cards with the results. Self 
checking devices are an important 


feature of the equipment 


Insurance Prospects 
In Mexico, Argentina 
April 26—Yearly premium income 
increased 180 per cent for in 

surance companies in Mexico dur 
ing the last seven years for which 
figures are available. By compari 
son Mexican national income in 
creased only 7% per cent for ap 
proximately the same period 

In Argentina, “no insurance 
company can grant any rebate or 


Continued on page 44 











Daily Reports held with leaders of Canadian 
business and government 
The trip is in keeping with 
Continued from poge 43 North America’s interest in Can 
ada which extends back some 75 
years. Today the Companies have 
discount on premiums. The namé a Canadian head office in Toronto 
of the contracting agent must ap and service offices in several large 
pear in each policy and agent Canadian cities. 
may be held responsible for losse 


resulting from their negligence 


Groups Organize 

These fact come from the first New A&H Council 

of booklets from May 3—Five committees to assist 
in the organization of the new 

accident and sickness trade organ 


in policies they place.’ 


two in a erie 
Washington on insurance market 


abroad, The Bureau of Foreign 
Commerce of the Department of ization (see Daily Reports, May, 
1955 were ol e byt < . 
Commerce has issued these studie 1955) were announced by E. J 
on the regulations and statisti Faulkner, chairman of the Joint 
of insurance in Mexico and At Committee on Health Insurance 
yentina. Now being prepared are and president of Woodmen Acc| 
booklets on the insurance market dent and Life 
in Switzerland and Brazil These committees and their tem 
mn vorary chairmen are Finance 
These booklets may be obtained ; 
ws W. L. Bates, vice president, Fidel 
for ten cents each from Superin 


a’ 


itv & Casualty Co. of N. Y.; Legal, 


tendent of Documents, U. S. Gor 
Millard Bartels, vice president and 


ernment Printing Office, Washing ee 
a ; : : general counsel, Travelers; Mem 
ton 25, D. C., or from any of the 


, bership, J. Henry Smith, vice pres 
field offices of the Department of ‘ ip } | 


ident and associate actuary, Equi 


Commerce ‘ , 
table Life Assurance; Nominating, 


May 2——Board of Directors of the Jarvis Farley, secretary, treasure} 
Insurance Company of North and actuary, Massachusetts In 
America will visit Canada for two demnity; and Planning, J. W 
weeks between May 29 and June 13 Scherr, Jr., executive vice presi 
The company’s operations will be dent, Inter-Ocean Insurance 
inspected, and meetings will be The Joint Committee ha ap 








May 3—Marion L. Davis, Provident Life and Accident, right, presents gavel to 
Loflin E. Harwood, Southwestern Life. Mr. Davis is retiring chairman of the South- 
ern Round Table of the Life Advertisers Association. Mr. Harwood is the newly 
elected chairman for the 1955-56 year. Looking on are other newly elected officers, 
from left: vice chairman, Harry E. Nelson, Life and Casualty Insurance; secre- 
tary, Jay C. Leavell, Guaranty Savings Life. 





proved the report of its Task 
Force | outlining the structure of 
the new association and has re 
ferred jit to the seven associations 
represented on the Joint Commit 
tee. The Joint Committee also re 
solved itself into an Organizing 
Committee to direct implementa- 
tion of the association when it 
is approved. Proposed name is 
“Health Insurance Council of 


America, Incorporated.” 


May 3—North British and Mer- 
cantile and three associated 
American companies made an 
offer to purchase the stock of the 
Central Surety and Insurance Cor 
poration of Kansas City, Mo 
The offer, made to individual 
stockholders, was for all of the 
100,000 shares at a price of $92.50 
per share. Book value of the stock 
last December 31 was $6,499,119. 
Terms require that at least 80 
per cent of the stock be deposited 
with a bank not later than June 1. 
Central Surety will continue its 
operations from the Kansas City 
home office under present manage 
ment and as a member of the 
North British and Mercantile 
Group. Considerable expansion is 


contemplated 


Three Groups Testify 
On Survivor Benefits 


May 3—National Association of 

Life Underwriters outlined to 
a Conyressional committee seven 
principles that should be included 


in legislation on survivor’ bene 


fits for military personnel 

Louis J. Grayson, chairman of 
NALU’s Committee on Affairs of 
Veteran and Servicemen, pre 
ented the suggestions to the 
House Select Committee on Su 
vivor Benefits. The NALU warned 
that an overly-generous survivol 
ship system might destroy the 
precept that the individual has 
primary responsibility to provide 
for his own loved ones. 

The seven principles covered 
substantial uniformity of treat 
ment, approved classes of bene 
ficiaries, death gratuities, inclu 
sion of Social Security in survi- 
vorship plans, V. A. indemnity, 
differential in benefit levels in 


Continued on page 46 
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WHO WRITES WHAT? 
WE DO! 


The Whole Life ‘'20” 


A Non-Par Whole Life Policy 
(Minimum issue $20,000) 


Rate, age 35, including automatic waiver for disability 


$20.05 


Guaranteed ‘‘cost if continued” to end of 5th - 10th - 15th or any other year 





$20.05 


3% C.$.0. cash value equal to reserve 10th year and after. 


No estimates, no gimmicks, everything guaranteed. Simple isn’t it? 
YES, we issue the Whole Life ''20” substandard up to 500%, and pay top commissions. 


For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 
OF MINNEAPOLIS 


40 years’ exapenence int brakenage sede 





June 1955 








Daily Reports 


Continued from page 44 


peacetimes and wartime, and V. 
A. compensation, 


Before the same Committee, the 
American Life Convention and the 
Life Insurance Association of 
America presented a joint state- 
ment, emphasizing that voluntary 
life insurance for servicemen is 
available at all times covering 
normal hazards as distinct from 
war hazards 

The ALC-LIAA statement listed 
eight ‘principles to follow, ineclud- 
ing: OASI coveraye for all ser- 
vice personnel, portion of aggre- 
vate death benefits based on in- 
demnity principle, death compen- 
sation to recognize differences in 
service pay, V. A. compensation 
only to parents who are actual 
dependents, equality of treatment 
for reservists as well as for regu- 
Armed 
only discharged persons with 
health 


granted 


lar members of Forces, 
impairments should be 
right to purchase Gov 
insurance, non-service 
death 


not be provided for veterans who 


ernment 


connected benefits should 
are not now eligible for them, and 
any new legislation on survivors’ 
benefits should simplify and inte 
grate the five separate programs 
in force now 


May 3—Leffert Holz, New York 

Superintendent of Insurance, 
has been upheld by the New York 
and New Jersey appellate courts 
permit 
agents of The Preferred Accident 


in refusing to former 
Insurance Company of New York, 
now in liquidation, in rendering 
their accounts to him as Liquida- 
tor, to deduct return premiums 
they used to pay for new insur- 
their 


ance for policyholders in 


other companies after Preferred 


ing with the ruling of Judge Boyd 
Sloan of the U. S. District Court 
in Atlanta, where a similar action 
was brought against Irby and Co. 
as agents. 


Deaths from Heart 

Disease Decline 

May 6—Rates for several impor- 
tant causes of death showed 

declines during 1954, 

according to the Institute of Life 


noticeable 


Insurance. Cardiovascular dis- 
eases declined from a 1953 rate of 
355.2 per 100,000 to 346.4, 
monia and influenza from 12.8 to 


Pneu 


10.9, and tuberculoses from 4.2 to 
3.7. Deaths from motor 
accidents from 19.6 to 
18.2, the lowest rate since 1949 


vehicle 
declined 


Cancer, however, reached a rate 
of 112.4 per 100,000, the highest 
‘ver recorded. (See table below 
In comparing the reported mor- 
tality of ordinary and industrial 
life insurance policyholders over 
the past decade, similar trends can 
be noted in major causes of death. 
May 6—The Saskatchewan Gov- 
ernment Insurance Office has 
announced a reduction in its 1955 


compulsory automobile insurance 
rates, ranging from $1 to $12 on 
passenger cars This applies to 
all passenger cars except 1953 to 
1955 models with wheel bases of 
over 123 inches 

By the end of 1953, cumulative 
losses had eaten up a $1 million 
surplus in the Government’s In- 
surance Fund and had put the 
Fund in the red by an additional 
$1.8 millions 
increases in premium rates were 


made in 1953 and 1954. In 1954 


Therefore, sharp 


tre deductible was raised from 
$100 to $200 on collision, property 
damage, fire and theft coverages 

These increases, together with 
stricter traffic 
laws, helped to wipe out the deficit 
in the Fund 


Treasurer 


enforcement of 


However, Provincia! 
admitted that 
driving 


Fines 
1954 was not a normal 
because of unprecedented 


warned that the ac- 


cident rate could rise as sharply 


year 
rains and 


as it dropped last vear. 


May 8—ICT Corp. has acquired a 
substantial interest in Na- 


tional Bankers Life Insurance Co. 


Death Rates for Selected Causes for Ordinary Life Insurance 
Policyholders 


Crude Death Rates per 100,000 Lives Exposed 


CAUSE 1944 


Cardiovascular-renal Diseases: 
Cerebral Hemorrhage 
Diseases of the Heart 
Nephritis 
Other 


Total 


Cancer 

Pneumonia and Influenza 
Tuberculosis (all forms 
Diabetes 

Pregnancy and Childbirth 


External Causes: 

Motor Vehicle Accidents 
Other Accidents 

Suicides 

Homicides 

War Deaths 


1948 1950 1952 1953 1954 


o 
o 


61. 61 
264. 264. 
9 8 


53. 
252. 
10. 
if 


Land 
re > 
= 4 © 


23. 21 


Ww 
— 
a> 


11. 12. 
5. 4. 
§. 5. 
0. 0. 


iF 
ve 
if 
0. 


2 me 
4 1 
9 4 
5 .0 
344.0 359. 355.2 
2 8 
7 8 
8 2 
7 8 
8 6 


oomwo 


18. 19. 19. 18. 
21. 21. 20. 20. 
13. 1. 1. 12. 
Ff iL ‘. 1 
2. 3. 2. 3. 


Accident was ordered liquidated. Total 162. 
As Liquidator in the New York 
case, the Superintendent sued the 
Mayville Realty Co., an agent for 
lhe Preferred, for premiums col- 
lected. The agent sought to deduct 
and offset return or unearned pre- 
miums to pay for new policies. 
The new decisions are in keep- 


57. 57. 55. 54. 


71. 76. 75.1 72. 
605. 628. 621.4 607. 
618.9 604. 


= © wWN—aoN 


4 
All Other Causes 116.9 102. 
Total All Causes 766.5 625. 
670.4 624.8 603. 625. 


Total Excluding War Deaths 
* Included in “All Other Causes.” 
1954 data based on reports from U. S. life insurance companies representing about 50% of 
the ordinary life insurance in force. Duplication due to policyholders having policies in more 
than one company could not be removed. For 1944 and 1948, deaths were classified on basis 
of FIFTH Revision of International List of Causes of Death; for later years, deaths were 
classified according to SIXTH Revision. 
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of Dallas, Texas. 

National Bankers Life, headed 
by Dr. Pierce P. Brooks, last year 
had a premium income of $10 mil- 
lion. It operates in 21 states and 
Alaska and has more than $40 
million of life insurance in force 
and approximately $10 million in 
assets. 

ICT Corp. is a member of the 
ICT Group of insurance, finance 
and manufacturing 
two-thirds owned by 


companies, 
individual 
union members and one-third by 
business and professional people 

Management and personnel of 
National Bankers Life will remain 


unchanged. 


Records Set by 
Canadian Life Insurance 
May 9—During 1954, life insur- 
ance in Canada advanced to 
to new highs, although the rate of 
increase Was lower than in the 
Sales in 1954 
were 3.98 per cent above 1953, 


previous years. 


while net insurance in_ force 
showed an increase of 9.45 per 
cent. Premium income was 6.90 
per cent higher than the year be 
fore. Herewith are comparative 
life insurance figures for 1954 and 
1953 for Dominion licensed com 


panies: 


Premiun 
Annuities 

New insurar 
Insurance in f 
Death claim 
Mature Endovy 
Annuity pay 


Lost—"Research Department" 
In the course of late revisions to 
the biography of Dr. Frank Lang, 
which appeared on page 52 with 
his article in the May SPECTATOR, 
the words “the Research Depart 
ment of’ were lost in the shuffle 
incorrectly 


' . 
Dr. Lang was given 


credit for “organizing and direct 
ing the activities of the Associa 
tion of Casualty and Surety Com 
panies.” 

Actually, Dr. Lang was manager 
only of the Association’s Research 
Department, under the supervision 
of the General Manager and an 
advisory committee of Executives 
The editors 


June 1955 


May 9—The New York State In- 

surance Speakers Bureau will 
launch full seale operations this 
month, Harold Queen, public re- 
lations assistant of the Associa 
tion of Casualty and Surety Com 
panies, declared. 

The Insurance Speakers Bureau 
formed earlier this year under the 
oint sponsorship of ACSC and the 
New York State Association of In 
surance Agents, Inc., will have a 
membership of 114 voluntee. 
speakers, drawn in almost equal 
number from insurance company 
executives and local agents and 
covering every major area of the 
state 

A 32 page speakers’ roster, com 
prising biographies, photos and 
for each member 
distributed to 


peech topics 
will shortly be 
civic and service organizations 
throughout New York in addition 


to a speaker’s manual 


CPL Coverage 

Extended 

May 11—Physical damage to prop- 
erty insurance, an extension 

of coverage under comprehensive 

personal liability, farmer’s com 

prehensive personal liability and 

liability 


schedule “personal 


including farm” insurance, has 
been announced by the National 
Bureau of Casualty Underwriters 
on behalf of its 


criber « ompanie 


member and ub 
The coverage is intended to pro 
vide for payment for damage te 
property of others caused by an 
personal liability 


of lo e 


insured who ha 
coverage. Payment 
made regardless of legal liability 
The exclusion of damage to prop 
istody or con 


erty in the care, « 
trol of an insured in the | 
personal liability coverages does 
not apply to the physical damage 
to property coverage 
This physical damage to 

erty coverage is effective now 

ill states except Massachusetts 
Minnesota, New Jersey 
June 8 is the effective date 


and Texa 


Texas 

tevisions to provide rule 
rates for the physical damage 
property coverage were also 


nounced by the Bureau 


Continued on page 48 


4 nally 


in Pacific Mutual's 
MERCHANDISE 


has supported the 
enlightened client- 
service extended by 
Norman A. Her- 
berts (Detroit) 
throughout his 24 
years of top-rank- 
ing membership in 
in the Big Tree 
Leaders Club. Dis- 
tinguished for the 
high average am- 
ount of his tailored- 
to-need sales, he is 
a leading member 
of the Pacific Mu- 
tual Million Dollar 
(in force) Club, and 
a consistent annual 
winner of the Na- 
tional Quality 
Award 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


vy TH, 
° i” 


- iy 0 


LIFE Since 1868 + ACCIDENT Since 1905 
SICKMESS Since 1904 + RETIREMENT PLAMS Since 1919 
GROUP INSURANCE Since 194) 
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May 11—Three 

panies have been awarded the 
National Safety Council’s 1954 
Public Interest 


Insurance 


insurance com- 


Farmers 
Mutual 
Mutual! 


xe ep 


Award 
MFA 
Michigan 


Group, 
Insurance, and 
Liability 
tional 


cited for 
safety 1954 


advertising cam 


were 
service to 
through their 
paigns to reduce accidents 
Farmer’s Insurance Group spon 
large 
which carried a 


sored newspaper ads and 
outdoor posters 
safety message 

Newspaper and magazine ads 
were used by MFA Mutual and red 
flags were distributed for use by 
farmers on their equipment 
Mutual tied 
with 


Michigan safety 


warnings in weather fore 
casts and carried periodic reports 
from local traffic enforcement offi 


cials on its radio programs 


May 11—*The constantly growing 

accident trend was halted in 
1954!” 
that came out in the annual re 


That’s one of the facts 


ports of the Association of Cas 
ualty and Surety Companies. The 
reports were announced at tae 
ACSC’s annual meeting in which 
Ralph H. Platts, director of Stand 
urd Accident Insurance Co., was 
re-elected ACS president J 
Dewey Dorsett was re-elected gen 
Murphy 
was re-elected yveneral counsel 
The report of the ACSC’s Ad 


visory Committee of the Accident 


eral manager, and Ray, 


Prevention Department continued 
with: 

“According to preliminary «a 
cident statistics, the 1954 death 
rate (56.5 per 100,000 population ) 
Motor 


vehicle accidents were down five 


is the lowest on record 


per cent, work accidents were 
down seven per cent, home acci- 
dents down three per cent. The 
overall accident total was an en- 
couraging minus four per cent. 
“Through each of its carefully 
chosen projects, the Accident Pre- 
vention Department contributed 
materially to this accident reduc- 
tion. Through such programs as 


‘Slow Down and Live,’ high school 


18 


and adult education, leadership 
and financial support within the 
safety movement, and through 
contact with millions of Ameri 
cans via departmental publica 
tions and publicity, the right en 
vironment for this safety vik 
tory has been painstakingly con 
structed over the years. 

“Success in 1954 does not guar 
antee success in 1955, but it does 
show that a wisely planned and 
yuided program, forceful but flex 
ible, needs only constant intensi 
fication over the years. Here, then, 
are the highlights of the depart 


ment’s activity during 1954.” 


Canadian Cos. Earn 
Over 4 Per Cent 


May 11—Rates of interest earned 
on invested assets by Cana 

dian life insurance companies con 

tinued to climb during 1954. Only 

two Canadian companies reported 

a rate bel w 4 per cent 

interest 


A general firming of 


rates, plus redistribution of in 
vestments with a larger propor 
yielding invest 


tion in higher 


ments, were chief factors in the 
increase 

Below are comparative rates of 
Canadian companies which oper 
ate in United States: 


Net interest earned 
1954 


Canada Life 1.16 
Confederation 1.10 
Crown 4.12 
Dominion 1.13 
Great-West 3.93 
Imperial 41.18 
Manufacturers 1.39 
Nationa] 1.6% 
North American 1.09 
Northern 1.51 4.41 
Sun 3.81 3.60 


May 12—A_ fraud-proof payroll 

check system which provides 
protection against loss or theft 
has been introduced to trucking 
through American 
Associations and _ the 


companies 
Trucking 
Todd Company. 

The plan, known as the ABC 
system, involves a payroll check 
form together with a card identi- 
fying the bearer. Only conditions 


to be met to qualify for the insur 
ance are that the card-bearer en- 
dorse the check in the presence of 
bank teller and 
that the latter compare the signa 


the merchant or 


tures on the card and the check 


May 14—*Before They Happen,’ 

a documentary film produced 
by the National Board of Fire 
Underwriters, has been awarded 
the bronze plaque symbolic of top 
honors for non-theatrical general 
safety films in the annual contest 
of the National 
Films for Safety, 


Committee on 
a division of the 
National Safety Council. 

The work of the municipal fire 
prevention bureau and a typical 
fire marshal of an American city 
in preventing fires before they 
subject of the film 
It was made on location in Hart 


happen is the 


ford, Conn 


May 16—Lincoln National Life’s 

1955 A. J. MeAndless Scholar 
ship has been awarded to Kenneth 
James Clark, 


South Side 


a June graduate of 
High School, Fort 
Wayne, Indiana 

The award, established in 1954 
in memory of the late president of 
the company, combines campu 
instruction with practical exper} 
ence. Geared to the needs of the 
student, the award usually covers 
tuition and room as well as first 
semester board at the University 
of Michigan 


in the 


Summer employment 
actuarial department of 
Lincoln National Life, offered in 
connection with the scholarship, 
vives the student on-the-job train 


ing 


And In The Future 


June |-3—Third Biennial Casualty Property 
Insurance Institute, Southern Methodist 
University, Dallas, fexas 

June 7-9—Eastern CPCU Institute, Storrs 
Connecticut 

June 8-10—CLU Examinations 


The Missing $6 Million 
On page 113 of the May Spe 

TATOR, in the table of 1954 figures 
for mutual fire and casualty com 
panies, the surplus for Millers Mu- 
tual Insurance Association of Illi- 
nois should have been $6,086,037, 
instead of the incorrect figure, 
$686,037, which appeared. 

The editors 
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June 12-15—Interna A & H Associa 
tion Annual Conventior San Antonio 
fexas. 


June 12-17—46th Annual Convention of e e 
the Spoacial Libraries Association. Hotel Oo tf) 1) J e— 
Statler, Detroit Michigan 


June 13-14—Annual Meeting, Mutual In- 
surance Safety Directors, sponsored by 
NAMIC, Lansing, Mich 


June 19-23—29th Annual Meet ng of the 
American Association of Managing Gen 
eral Agents, Mark Hopkins Hotel, San 
Francisco, Calif 
June 26-28—National Association of Pub 
lic Insurance Adjusters Annual Conven ae 
tion, Concord Hotel, Kiamesha Lake, New 


York 
June 26-July |—Seventh Annual Advanced 
Agency Management Conference, Grad 


uate School of Business, Stanford Uni 
gts, DRIVE DEFENSIVELY 
Aug 1-12—Twelfth CLU Institute Uni 
versity of Wisconsin, Madison, Wisconsin 
Aug. 22-26—NALU National Convention 
St. Louis, Missouri 
Aug 24—CLU Annual Me ting St. Louis MERCHANTS MUTUAL CASUALTY COMPANY 
Missour 
Aug. 24—Annual Conferment exercises and BUFFALO, N. ¥; 
dinner, American College of Life Under rm 
writers, St. Louis, Missour C. W. Brown, President 
Sept. 15-l6—Minnesota Association of In 
surance Agents 58th Annual Convention 
Hotel Kahler, Rochester, Minnesota 
Sept. 28-30—CPCU Annual Meeting, San 
Frescise, Colifornia FOR YOUR CONVENIENCE . 
Oct. 17-21—43rd National Safety Congress 
and Exposition, Chicago, III The reply card on page 56 of this issue can be used with two departments 
Oct. 16—Third Annual Conference of the Products and Services, page 57 and Contracts and Policies, page 54 


Insurance Accountants Association of San By circling the appropriate number on the card, the reader may obtain 
Francisco, Sheraton-Pa e Hotel. San additional information about any numbered item No postage is required for 
Francisco, California mailing this handy request for more data 


110 Radio Stations 
Avice [ Coast to Coast... 
pee La One Company are telling Millions of People 


al about 


AUTOMOBILE -\, MUTUAL ~ OMAHA 
FIRE & EXTENDED COVERAGE Seats ests scour Sprout eetog” pals 


now in full ving Arthur Godfrey, on 200 CBS 


atio Don MeNeill and his Breakfast Club on 


150 ABC tatior Bob Considine on more than 550 


MBS statior each week they're bringing to every 
American family the messaye that “Mutual.of Omaha 
protection pays!” Backing up this radio campaign 
of j 


a eric aryve color-ad In national magazine 


and newspaper Sunday sections, pilus million of direct 


nail plrece La ad are treaming it for pron pt fol 
ow-up by Mutual’s 10,000 enthusiastic representatives 
Would you like to join these “Pace-Setters’?” Just 
mail the coupon today! 
MAIL THIS TODAY-. ‘Ceieeaaiieeerse 
wWitTtAat OF OMAHA , 
OMAHA, NEBRASKA 
I am interested in « profitable 
with the largest exclusive 
accident company in 
the d Please KUSH com 


MUTUAL BENEFIT HEALTH 
& ACCIDENT ASSOCIATION 


Home Office: OMAHA, NEBR 
Canodian Head Office 
TORONTO 
Vv. J. SKUTT, President 
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AUTOMOBILE + NEGLIGENCE ) a 
FIRE AND CASUALTY «+ LIFE, HEALTH AND ACCIDENT 


e@ There are individual units of the CCH INSURANCE LAW REPORTS 
for the insurance spheres of widest interests. 


Each selective unit covers the new decisions from all higher juris- 
dictions in its own particular province. 


For selective reporting of new insurance cases, to get the latest 
decision first, depend upon this different, fast, authoritative 
reporter. 


SELECTIVE «© DEPENDABLE «© PROMPT e CONVENIENT 


COMMERCE. CLEARING, HOUSE,. INC. 


Write for SSANAAAANAAA ANA AAAAA NAA AAAA AAW AAANASAANAAAASN ANAS SAAAAAAAANAAAAAAASASASS Ad ANANAAAAANS § 


complete ke ee a a eee wee eo 2 eae LAW REPORTS 


details 
New YORK 36 (ol lien tclome WASHINGTON 4 
S22 Fiery Ave 214 N. MicHiGaN Ay 1329 E Srreer, N. W 





50 THE SPECTATOR 











RIOR to the enactment of the 

Revenue Act of 1954, annuities 
were not too attractive from a tax 
standpoint, and, therefore, were 
not used to any great extent in 
estate planning programs. How- 
ever, the recent amendments to the 
income tax provisions of the In- 
ternal Revenue Code pertaining to 
the taxability of annuity income 
have changed this situation mate 
rially. 

Under the prior law, the taxable 
portion of annuity income was rep 
resented by three per cent of the 
consideration paid for the contract, 
and the balance of the annuity in- 
come was exempt from tax until the 
entire consideration paid for the 
contract had been recovered tax- 
free. Thereafter, the entire an- 
nuity income was taxable. 

Under the new law, the taxable 
portion of annuity income is repre- 
sented by the excess of an ex- 
cludible amount based on the life 
expectancy of the annuitant, and 
such taxable portion remains con- 
stant during the entire lifetime of 
the annuitant. 

It is believed that the following 
examples will be helpful to the life 
insurance underwriter who is en- 
gaged in estate planning for his 
clients. 


Example A: 


In this example, it will be as- 
sumed that a male, age 65, invests 
$152,292 in an annuity from which 
he would receive $1,000 a month for 
his remaining lifetime without re 
fund. 

Under the prior law, the annual 
taxable portion of the annuity in 
come would have been $4,568.76 (3 
per cent of $152,292), and the ex 
empt portion would have been $7 
431.24 ($12,000 minus $4,568.76) 
The exempt would have 
equalled the consideration paid in 


portion 


about 20 years, after which the en 
tire $12,000 of 
would have been taxable annually 

Under the new law, the annual 
taxable portion of the annuity in- 
come will be $1,847.20, and the ex- 
empt portion will be $10,152.80, 
computed as follows: $152,292, the 
consideration paid for the contract, 
divided by 15, the life expectancy of 
the annuitant according to tables 
prepared by the Treasury Depart- 


annuity income 


-- 


June 1955 


ax analysis... 








By FORREST L. MORTON 
Consultant, Advanced Underwriting, Gulf Life 


Annuities In Estate Planning 


ment, equals $10,152.80, the portion 
of the annuity income to be ex- 
cluded from taxable income. Hence, 
the taxable portion would be only 
$1,847.20 ($12,000 minus $10,- 
152.80). Furthermore, the taxable 
portion will remain at $1,847 
gardless of how long the annuitant 


.20 re- 


lives, even if he lives beyond the 
time when he has recovered the con 
sideration paid tax-free 


Example B: 


In this example, it will be as 
sumed that the estate owner in Ex- 
ample A has an estate of sufficient 
amount that, in the event of his 
death, the top bracket of shrink 
ave by reason of estate taxes and 
administration costs would be 40 
per cent; and that he is in the 50 
per cent top bracket for income 
taxes 

Hence, if he were to die with the 
annuity consideration of $152,292 
in his taxable estate, his heirs 
would receive only $91,375.20 after 
estate shrinkage—that is, $152,292 


minus 40 per cent ($60,916.80 


leaving $91,375.20 net 
If he is 


$152,292, his gross 


earning 4 per cent 

income from 
this investment would be $6,091.68, 
taxes 


but his net income after 


would be only $3,045.84 (50 per 
cent top bracket income tax as 
sumed ) 

If he purchases the annuity with 
this $152,292, his gross annual in 
come would be $12,000, and his net 
spendable income would be $11, 
076.40—that is, after paying an in 
come tax of $923.60 (50 per cent 
of $1,847.20, the taxable portion 

Therefore, the net result obtained 
by purchasing the annuity contract 
(1) He has de 
creased the amount of the estate 
that his heirs will receive by $91 


375.20, but (2) 


would be as follows: 


he has increased his 
own net annual spendable income 
by $8,030.56 (the difference be 

tween $11,076.40 and $3,045.84) 
This increase in spendable income 
will equal the loss of estate to hi 
heirs in about Il to 12 year 

Hence, if he were to live over 12 
years, he will receive a very sub 
stantial profit from the annuity 


transaction 


Example C: 


This example will be the same a 
Example B, except that a refund 
annuity will be used 

Assume that a male, age 65, can 
purchase a refund annuity of $1, 


Continued on page 52 
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YOUR CLIENT’S 
confidence is YOUR 


most valuable asset! 


© Where property values 
are in question, always 
refer your client to 

a nationally known 


reliable appraisal firm. 


THE 


LLOYD-THOMAS 
co. 


M411 Ravenswood Avenue, Chicago 40, UL. 


First for Factual appraisals | 
since 1910 








OPPVICES COAST TO COAST 


Home Office Omaha, Nebraska 


General Agencies in 43 states, 
District of Columbia and Alas 
ka serve our 438,250 policy 
holders 

World ranks 12th in individual 
accident and sickness prem 
ium income in the U.S 


in the insurance worid 
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Tax Analysis 


Continued from page 51 


000 a month for a consideration of 
$198,242, The exempt portion of 
the annuity income would be $9, 
515.50 per year, while the taxable 
$2,484.50, com 


The guaranteed 


portion would be 
puted as follows 
refund period is 16.5 years ($198,- 
242 divided by $12,000) 


the consideration must be reduced 


Hence, 


by 28 per cent (Treasury Depart 
ment tables) for the refund fea 
ture—-$198,242 minus 28 per cent, 
Or $55,508, equals $142,734 The 
exempt portion is, therefore, $9, 
515.50 ($142,734 divided by 15, life 
expectancy), and the excess of $2, 
1%4.50 will be the taxable portion 

If this estate owner were to die 
$198,242 in his 
estate, his heirs would receive only 
$118,945.20 after estate shrinkage 

that is, $198,242 minus 40 per 
cent ($79,296.80), leaving $118,- 
945.20 net. 


leaving taxable 


Net After Taxes 


If he is earning 4 per cent on 
$198,242, his gross income from 
this investment would be $7,929.68, 
but his net income after taxes 
would be only $3,964.84 (50 per 
cent top bracket income tax as 
sumed ) 

If he purchases the annuity with 
this $198,242, his gross annual in 
come would be $12,000, and his net 
spendable income would be $10, 
757.75-—that is, after paying an in 
come tax of $1,242.25 (50 per cent 
of $2,484.50, the taxable portion) 

Therefore, the net 
tained by purchasing the annuity 


result ob 


contract would be as follows: (1 

He has decreased the amount of the 
estate that his heirs will receive by 
$118,945.20, but (2) he has in 
creased his own net annual spend 
able income by $6,792.91 (the dif 
$10,757.75 and 
This increase in spend- 


ference between 
$3,964.84 ) 
able income will equal the loss of 
estate to his heirs in about 17 to 
It is important to note, 
however, that if he were to die 
within 16.5 years after purchasing 
the annuity contract, there would 
be a refund available which would 


18 years 


substantially offset any loss to the 
heirs. For example, if he were to 
die at the end of five years, the 
refund would amount to $138,242; 
or, at the end of ten years, $78,242 
If he lives beyond 18 years, he will 
receive a very substantial profit 
from the annuity transaction 


Example D: 


A careful study of the provisions 
of the new tax law will open up 
many ways in which to use both 
life insurance and annuities in 
programs, One 


such use is explained as follows: 


estate planning 

In this example, it will be as- 
umed that the estate owner is a 
male, age 60; that he is married 
and has three children; that the 
top bracket shrinkage of his estate 
would be 40 per cent; that the top 
bracket for income tax is 50 per 
cent; and that he has not used his 
lifetime gift tax exemption 

The top $83,333 of his estate 
would, therefore, be worth only 
$50,000 to his heirs in the event 
of his death 
cent shrinkage 


assuming a 40 per 


If this estate owner is insurable 
he could purchase a $50,000 single 
premium life insurance policy for 
about $36,450. Under the new In- 
ternal Revenue Code, he could place 
all ownership of this life insurance 
policy in the hands of his children: 

1) without the payment of any 
gift tax; and (2) without the pro 
ceeds being taxable as a part of his 
estate. Care should be taken that 
no reversionary interest is retained 
by him in the policy 





No, I'm not trying to be funny. I'm in- 
terested in insuring nine lives. There 
are nine in my family. 


THE SPECTATOR 











It should also be kept in mind 
that a much larger gift could be 
made to the children if the wife of 
the estate owner were to consent 
to the gift. After this transaction 
has been completed, the estate 
owner may rest assured that his 
children will receive from his estate 
approximately the same amount as 
they would receive if he left them 
$83,333 under the terms of his will 

Hence, the estate owner may now 
invest $46,883 in an annuity $83,- 
333 minus $36,450, the single pre 
mium for the life insurance) with 
out depriving his children of any 
part of their potential inheritance 
For a consideration of $46,883, a 
male, age 60, may purchase an an 
nuity without refund of $263 a 
month, or $3,156 a year. 

The exempt portion of the an- 
nuity income would be $2,576 a year 
($46,883 divided by 18.2, life ex 
pectancy), and the taxable portion 
of the annuity income would be 
$580 a year. Hence, the net spend 
able income would be $2,866 a year 

that is, $3,156 less income tax of 
$290 (50 per cent of $580, taxable 
portion ) 


Another Method 


If, on the other hand, this estate 
owner retains the $83,333 invested 
in his estate at 4 per cent, the gross 
income would be $3,333 a year, o1 
$1,666 net after 50 per cent income 
taxes. 

The net result of the foregoing 
example is that this estate owne 
has been able to increase his annual] 
net spendable income by about $1, 
200 a year without depriving hi 
children of any of their inheri 
tance. 

As the life insurance underwriter 
starts probing into the many favor 
able ways in which life insurance 
and annuity contracts may be used 
in estate planning, he will discovey 
that the examples given in thi 
article merely scratch the surface 
Of course, care should be taken to 
fit the plan suggested to the par 
ticular case for no single proposal 
will suit the needs of every case. It 
is quite certain, however, that the 
life insurance underwriter who will 
take the time to study this particu 
lar problem will be well rewarded 
for his efforts in additional pro- 
duction. 
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YOU HAVE A CLIENT WHO NEEDS 


$100,000 


MORE LIFE INSURANCE? 
(But thinks he can't afford it) 


Just show him our non-participating Guaranteed Cost 
Annual renewable term. 


For $100,000 


Annual 
Age Premium 


30 $ 629 
35 691 
40 829 
45 1,065 


Also, non-participating Selected 
Risk Ordinary Life. 


For $100,000 
Age of Annual 


Issue Premium 
30 $1,705 
35 2,020 
40 2,441 
45 2,987 


A simple and complete Selected Risk Ordinary Life sales folder with 
rates, cash values, and a triple-duty sales track and proposal can be yours 
for the asking. 


These policies are a special addition to our complete line of participating 
life plans. 


"Providing sound coverage al reasonable 


cost through competent representatives 


wo W(t) NATIONAL LIFE 


Insurance Company = /.,// 


Interested? We'll be glad to send you complete information and sales 
material. Just fill in coupon. 


GENERAL AGENCY INQUIRIES INVITED 


Please send me your sales material on Non-par 
policies. No obligation. 


Name 
Address 


City 














Family Hospital Expense Plan 


State Mutual Life Assurance has 
announced the addition of a Fam. 
ily Hospital Ex- 
pense Plan, The 
new coverage is 
non - cancellable 
guaranteed 
continuable at a 
level 


and 


guaranteed 
premium to age 65. 

It is participating, has a 31 day 
grace period and is incontestable 
after two years, 

The policy may be written for 
even dollar amounts from $5 to 
$15 daily to cover actual hospital 
room and board charges up to the 
daily maximum benefit for as long 
as 90 days. Hospital confinement 
services are paid for up to ten 
times the daily benefit, maternity 
benefits up to ten times the daily 
outpatient 
emergency treatment up to three 
times the daily rate. 

There is also a surgical expense 
achedule and an in-hospital medi- 


benefit, and accident 


cal expense rider. 


For Further Information Circle 220 on Card, 


Student Protection Plan 


American 
nounced additions to its Student 
Protection Plan. 

This coverage is available to the 
teachers and clerical 


Casualty has = an- 


students, 
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a —— 
— 
staffs of public and _ parochial 


schools. An added feature is its 
extension of coverage to children 
while attending and traveling to 
and from religious services. 

The plan pays up to $2,500 acci- 
dent medical expense, $1,500 acci- 
dental death benefit and up to 
$1,500 dismemberment 
Among its features are full lunch 
hour protection, ninth grade foot 


benefit. 


ball protection, no dental limit and 
payment of medical bills for one 
year. 

A sales kit is available in con- 
nection with the plan. 


For Further Information Cirele 221 on Card 


Package Policy 

A new package plan, called the 
home-owners’ multi-protection pol- 
icy, has been de- 
veloped by the 
Farm Bureau Fire 
Insurance Com- 
pany. 

It provides for 
fire and theft in- 
surance, extended 





coverages like windstorm and hail. 
and protection against liability 
claims. A fifth coverage provides 
medical payments to go with each 
of the other coverages. Now sold 
in Connecticut, the policy will be 
introduced in other states shortly. 


For Further Information Cirele 222 on Card 


Auto Death & Liability 


The Employers’ Group of Boston 
is now writing Automobile Death 
and Disability Coverage under an 
endorsement attached to automo- 
bile liability policies. 

The plan provides for payment 
at the rate of not less than $25 per 
week as long as disability contin- 
ues, even for life, if the insured 
became totally disabled through 
bodily 
auto accident. Disability must be 


injuries sustained in an 


continuous and must begin within 
20 days after the accident. 


For Further Information Cirele 224 on Card 


Innocent Victim Insurance 


A new policy to protect victims 
of financially irresponsible drivers 
has been introduced in California 
Fund Insurance 

Victim 


by Fireman's 
Called 
Automobile Insurance, the policy 


Group. Innocent 
may be written as an endorsement 
to auto liability policies carried 
by the company or as a separate 
policy. 

The plan includes coverage for 
unsatisfied judgments for bodily 
injury claims awarded in court ac- 
tions, bodily injury claims result- 
ing from hit-run accidents, and, in 
many cases, valid bodily injury 
expense of 


claims without the 


court action. 


For Further Information Circle 224 on Card 


Auto Disability 


American Casualty has issued a 
new low cost coverage, Automo- 
bile Disability and Death Indem- 
nity Coverage, to be added by en- 
dorsement to private passenger 
auto liability policies. 

Included is a $5,000 Accidental 
Death benefit with weekly income 
benefits as high as $50, with a 
$10,000 Accidental Death benefit 


For Further Information Circle 225 on Card 


Auto Liability Endorsement 


Zurich - American Insurance 
Companies’ auto death and total 
disability coverages are also writ- 
ten in conjunction with auto lia- 


THE SPECTATOR 





bility policies. Coverages are now prepared by the Standing Commit- Death Protector 
available in 34 states and the Dis- tee on Forms and Clauses in con 


trict of Columbia junction with the Policy Commit A new policy announced by Mu 


. . : tu: Trust Life is designed to 
Benefits are paid in case of tee of the Syndicates. ual . ¥ 
grant widows an 


death or total disability in an auto For Further Information Cirele 227 on Card 
income to. offset 


accident regardless of who is to yr 5 ca 
A 7 the loss of Social 


blame or whether the insured is 
the driver, passenger or pedes- WHAT THE NUMBERS MEAN 


trian. Death indemnity coverage lf you would like more information 
is available in principal sums about one or more of the policies or = ; 
lines reviewed here, circle on the card , child. 
: . between pages 56 and 57 the num The 
Weekly indemnity for total dis ber or numbers following those items. 
Write your name and address on the 
card and drop it in the mail and then the child dies the wife 





Security benefits 
in the event of 


pr nrnngennageee 


death of a minor 


i 


ranging from $5,000 to $10,000 
policy rec 


Na ognizes the fact that if the fathe) 
ability may be selected in amounts 


ranging from $25 to $50 











F se part or : f her Social 
for Further Information Circle 226 on Card. may lose pal oY ull of h I wn 
Security benefits payable prior to 
ave 65 to widows who have chil 


Spectator Liability dren under age 18. In such event 


Revised Lake Clauses Continental Casualty has an the widow receives the face 
The American Institute of Ma- nounced a spectator liability plan amount of the insurance, plus $50 

rine Underwriters has issued re The plan will be presented largely per month until the time the child 

vised forms on Lake Time Clauses to auto racing promoters, clubs would have been 18 

229 on Card 


and Lake Time Clauses Hulls, and associations For Further Information Circle 


Cs ¢ “re . . 
anallers Only. Coverage includes up to $100, 


According to the Institute, the 000 for each spectator injured or Low Rate Policy 
changes bring the Lake Clauses killed, up to $300,000 for any one 
more in line with the American In- accident involving spectators, and Confederation Life has adopted 
stitute Time Hull form including up to $25,000 for property damage a low rate participating All Life 
the Inchmaree clause used in the for each accident. policy subject to a $10,000 mini 
Ocean form. The new forms were For Further Information Circle 228 on Card Continued on page 56 


STATE WoORKMEN’S INSURANCE 


OF PENNSYLVANIA 
19 SOUTH SECOND STREET * HARRISBURG, PENNSYLVANIA 


Financial Statement as of December 31, 1954 


ASSETS LIABILITIES 
Legal Reserve for 
Unearned Premium . $ 645,496.06 
Bonds (Amortized Value) 13,444,791.76 Compensation Claims 6,161,712.07 
; Estimated Expense 
Stocks 50,000.00 Investigation of Claims 368,085.60 
Pome Deposit Premiums 72,360.48 
Mortgages (Regular) 99,921.29 Credits to Policyholders 312,564.60 
Mortgages (F.H.A.) 368,642.99 Replacement Checks 4,153.16 
“ : Re-Insurance Payable 12,270.30 
Premiums Outstanding Meadville Housing Corp 748.80 


Cash in Banks $ 106,958.37 


(90 days old or less) 107,012.34 oluntary Reserves 
Catastrophe 1,600,000.00 
Accrued Interest 92,922.50 Contingency 1,000,000.00 
Surplus 4,252,858.18 


TOTAL ADMITTED ASSETS P $14,230,249.25 rOTAL LIABILITIES $14,230,249.25 


STATE WORKMEN'S INSURANCE BOARD 


, c ; . 
WIN R RC ecretary of bor a dusty 


surance Corr missioner Member JON VELDON B 


TOTAL DIVIDENDS PAID $14,620,354.10 
TOTAL LOSSES PAID $89 505,543.20 
TOTAL PREMIUMS WRITTEN $136,774,336 25 


DIVIDENDS PAID TO POLICYHOLDERS SA MUE JEFF, Manager NON - ASSESSABLE 
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Contracts & Polices 


Continued from page 55 


mum. The plan is issued with o1 
without an Accidental Death and 
Dismemberment benefit. 


Vor Vurther Information Circle 240 on Card 


New Term to 65 Policy 


Occidental Life of 


includes a new Term to 65 non-par 


California 


contract among recent changes in 
its rate book. The new plan is 
available in a minimum amount of 
$10,000, and issued to age 55, con 
vertible to age 65. It will also be 
issued sub-standard. Term riders 
may be added. 


For Further Information Cirele 231 on Card, 


Life for Small Groups 
United States Life ha an 
nounced a “10-24” 


life insurance for emplovers with 


plan of group 





) 


‘Why can't 1 wear at | graduated from the Home Office School 


with flying colors 


Bankers/ifemen Never Stop Studying 


Bankers/ifemen never feel that they have achieved “gradua- 


tion” from study of their 


business even though they are 


graduates of our fine home office schools. They never stop 


studying... 
service to their clientele. 


never stop learning ... in the interests of better 


Training that starts in their earliest days in their agency 
offices goes on through the years in a series of home office 
schools. These provide fine training in themselves, so that a 
less dedicated type of life underwriter might feel that he had 


really “graduated” when he completed those schools. 


The very evident desire to be the best informed life insur- 
ance man possible helps to make the typical Bankers/ifeman 
the kind of life underwriter you like to know as a friend, 


fellow worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 


only 10 to 24 employees. Features 


of the plan include automatic 


(non-medical 
000 with up to $10,000 coverage 


coverage up to $5, 


accepted ipon home office ap 


proval, standard group rates, con 
version privilege, and waiver of 
premium 

Also a\ 


are accidental death and dismem 


ailable to the 10-24 gro ip 


berment, hospitalization, surgical, 
medical reimbursement and dis 
ability benefit law coverages. 


For Further Information Cirele 232 on Card. 


Notes on Contracts & Policies 


A new life rate book and acci 
manual have 
been prepared by the Ohio State 
Life Insurance Company. 


dent and sickness 
tates 
have been reduced and dividends 
increased “in every case where 
experience showed that such 
changes, favorable to the insuring 
public, could be made.” 


Connecticut Mutual Life has re 
vised its rate book, making new 
inclusions which follow recently 
announced increases in standard 
insurance limits and rate reduc 
tions which went into effect last 
November. Reductions have been 
made in rates for additional in 
demnity, family income, decreas 
ing term and payor benefit agree 
ments and for temporary insur 


ance 


John Hancock has announced a 


liberalization of its aviation cov 
erage. The only aviation deaths or 
specified losses excluded from 


coverage by aviation exclusion 


clauses will be those resulting 
from travel or flight in or descent 
from any kind of aircraft on which 
the insured is a pilot or member 
of the crew, or which is being op 


erated for any training purpose 


A reduction, averaging about 30 
per cent, in basic premium rates 
for group medical expense insur 
ance was announced by Equitable 
Life Assurance Society. President 
Ray D. Murphy states that “the 
new rates are the results of exten- 
sive research.” 
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TO SAVE TIME AND MONEY FOR 


SERVICES 


Memory Device Adjusts Records 


A “random access’ memory de- 


vice which increases the avail- 


ability of information stored in 
data processing machines has been 
announced by International Busi- 
ness Machines. 

Designed for the “in-line” proc- 
essing of business transactions, the 
new electronic device will permit 
mechanization of accounting and 
record found 
impractical due to costs or pro- 
cedural problems. 

The experimental unit, the IBM 
305, will adjust 


keeping previously 


immediately rec- 
ords affected by transactions. It 
will be used with both punched card 
and magnetic 
chines. 


tape-operated ma- 


For Further Information Circle 48 on Card 


Examination of Insurance Cos. 

Final volumes of the series on 
Examination of Com- 
panies, prepared by the New York 
State 
ready for distribution. 
volumes 5 


Insurance 
Insurance Department, are 
They are 
5 and 6. 

Volume 5 is largely concerned 
with the making of rates and the 
manner of their review and ap- 
proval by regulatory authority. In- 
cluded also is an_ illuminating 
chapter on Section 213 of the In- 
surance Law which limits expenses 
of life companies. A discussion of 
the regulation of life 
company practices with respect to 
reporting and allocating income 


and expenses also appears as well 


insurance 


as an authoritative legal analysis 
of the reciprocal provisions of the 
New York Insurance Law. 

The 24 Chapters of Volume 6 
are devoted largely to a number of 
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INSURANCE 


USE REPLY CARD ON THIS PAGE 


important recent developments in 
insurance. These include the appli 
cation of electronic processing ma 
chines to premium accounting in 
multiple line companies, rates and 
rating plans in accident and health, 
and pros and cons of direct place 
ments of investments by insurance 
companies. 


For Further Information Cirele 49 on Card 


Dial An Answer 

A device designed to provide a 
new, fast way to tell what coverage 
offer has been 


certain contracts 


developed by Paul Johnson, insur- 


Answers on Disc 


ance adjuster and head of Statis 
tical Engineering Co. It is called 
the Insurance Reference Dise 
Chart. 

The Chart is a flexible, heavy 
cardboard disc, about 11 inches in 
diameter. A smaller rotating dise 
is attached to each side. Descrip- 
tion of possible losses are printed 
in alphabetical order around the 
edge of the larger disc. To find 
assured’s 


out whether an policy 


covers or does not cover a specific 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail 

This reply card is not an order blank. 
It merely tells the supplier that yeu are 
interested in receiving without obligation 
more information about his product or 
publication. 











loss, the user simply turns the 
smaller dise so that an arrow indi 
cator points to the alphabetical 
listing of the loss in question. The 
answer appears in a window slot 
located at the inner side of the 
arrow 

Three dise charts are available: 
Dwelling-Contents forms, Personal 
Marine 


Automobile 


Floaters and Persona! 


for Further Information Cirele 50 on Card 


1954 CLU Questions and Answers 


The American College of Life 
Underwriters has made available 
questions and composite answers 
for the 1954 CLU examinations 
Each part is sold for $.20 and mini 
$1.00. 


consist of the five parts for 1954 


mum order is This may 
or a specific part for five years 

The Dean’s note explains that 
candidates should not rely on these 
questions and answers as a direct 
preparation for the CLU examina 
tion, but should consider them use 
ful as a guide to study. 


For Further Information Cirele 51 on Card 


1954 CPCU Questions and Answers 


Questions and composite answers 
for all five parts of the CPCU ex- 
Continued on page 58 
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Products & Services 


Continued from page 57 


aminations have been made avail- 
able for $.20 a part by the Ameri- 
can Institute for Property and Li 
ability 


Underwriters, Ine Com 


posite answers have been edited 


for presentation in condensed 
$1.00 and 


may be either all five parts of the 


form. Minimum order is 
1954 examination or any part for 
five years 

As is explained in the Dean’ 
notes, candidates are cautioned not 
to rely on this set of questions and 
answers as a method of direct 
CPCU ex 

however, 


preparation for the 
amination. They are, 
useful as a guide to the type of 
questions asked and the content of 
answers desired by the Institute. 


For Vurther Information Cirele 52 on Card 


Device Writes, Signs Check 


New literature describing “Blue 
Streak” electric check writers and 
check signers has been offered by 
the Todd Co 

Five electric models are de 
scribed and illustrated in the bro 
chure, including the tandem check 
writer and check signer. This ma 
chine automatically performs six 
operations imprinting and pro 
tecting the check sum, listing and 
adding the amounts for a _ per 
manent accounting record, signing 
the check, and counting the checks 
as they are 
locked vault 


According to the company, Blue 


discharged into a 


Streak Protectograph check-writing 
machines imprint amounts on single 
or voucher checks at rates up to 
3000 an hour through a multi-color 
ribbon of exclusive. design. 
Amounts are protected in a posi- 
tive shredding operation that deep 
ly imbeds indelible ink. 


for Further Information Cirele 54 on Card 


Topic—Iniand Marine Coverages 


Fireman's Fund Insurance Group 


has published the fourth in its 
series of insurance technical and 
sales textbooks, a 128-page “Pro- 
for Profit’ kit including 
major inland marine cov- 


duction 
every 
erage 


58 


The book 


vidual policy and floater as to pros 


discusses each indi- 
pects, coverage, figuring amounts 
and premiums, benefits and sales 
points, direct mail and other pro 
motion aids. Charts are included 
to aid producers in the selection of 
proper coverages. 


For Further Information Cirele 54 on Card 


Protection Services Described 


“Protecting Life, Property and 
illustrated 


booklet for those interested in pro 


Profits,”” an 36-page 
tection against fire, burglary and 
recently been 
District 


other hazards, has 


published by American 
Telegraph Co 

The multicolored, 
booklet 


Central 


pocket sized 
ADT 


Protec 


describes the many 
Station Electric 
tion Services supplied to more than 
52.000 


ubseribers n approx! 


mately 650 municipalities through- 
out the United States 


For Further laformation Cirele 56 on Card 


Film Available 

An industrial safety movie pro 
moting the use of personal pro- 
tective equipment by American 
workers has been released by Aetna 
Casualty and Surety Co. 

Entitled “One to a Customer,’ 
the 11-minute film likens the wear- 
personal protective equlip- 
ment by workers to the nation’ 


athletes who 


ing of 
guard themselve 
from injuries with safety equip 
ment The film illustrates diffe: 
ent types of industrial safety equip 
ment and shows specific hazard 
each was designed to meet. 


For Further Information Cirele 58 on Card 


Personal Touch in Correspondence 


A new 16 pag illustrated book 





Acetate Typewriter Ribbon 

An acetate film typewriter rib 
bon for use on all machines with 
attachments and 


carbon ribbon 


uitable for general correspondence 


than even carbon paper ribbons 


and one that is practically smudge 
proot Also, it is almost unbreak 
able in use 

mace 


The stronger impression 


Acetate Film Typewriter Ribbon 


as well as for photo-offset 


been 


repro- 
duction has announced by 
Rochester Ribbon & Carbon Co. 
According to the manufacturer, 
the ribbon, trade marked Polycar, 
impression 


produces a_ sharper 


result of the 
film’s thinness which eliminates 
the blotter effect of thicker rib- 
bons, and the fact that all the car- 


by Polycar is the 


bon is transferred to the paper 


For Further Information Cirele 57 on Card 
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let, “Quality with Quantity,” has 
been published by American Auto- 
matic Typewriter Co. It contains 
techniques and tips on injecting 
the personal touch into repetitive 
correspondence or direct mail pro- 
motions. 

The booklet covers such subjects 
as the advantages of the personal 
letter, cost comparisons of auto- 
matically typed and hand typed 
letter, how to write Auto-typed 
letters for quantity use, the carbon 
copy follow-up technique, and in- 
formation on the personal reply 
card. There is also a section on 
inquiry reply letters and how to 
use them. 


For Further Information Circle 59 on Card 


Insurance Manuals Surveyed 

A new American Management 
Association research report, “Cor 
porate Insurance Manuals, Reports, 
and Records,” has been published. 
Written by James C. Cristy, in- 
surance manager, Upjohn Corp., it 
is based on a survey of 177 com- 
panies and personal interviews 
with more than 50 insurance man- 
agers. 

In addition to reporting the sur 
vey results, Mr. Cristy analyzes 
the objectives of communications 
and suggests ways of improving 
communications in this field. The 
100-page report is illustrated with 
forms in company use 

The report sells to AMA mem 
bers for $2.75 and to non-members 
for $3.75. 


For Further Information Circle 60 on Card 


Electronic Intercom System 


Wall- mounted master stations 
and economical single amplifier op- 
eration are among the features of 
the new 6000 electronic Intercom 
System, recently introduced by 
Executone, Inc. 

Master stations are available in 
cabinets for desk or table, and in 
special wall-mounted housings de- 
signed to conserve space. The cen- 
tral amplifier, drawing only as 
much current as in a thirty-watt 
bulb, is the only unit in the system 
that requires an electrical power 
outlet. 

Each master station may origi- 
nate calls to five other master sta- 


Continued on page 60 
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Products & Services 


Continued from page 59 


tions and may accept and reply to 
calls from any number of similar 
stations. In addition to two-way 
intercom, the Executone provides 
complete facilities for paging. 


for Further Information Cirele 61 on Card 


Premium Budgeting Explained 


AFCO Incorporated, an organi 
zation for budgeting automobile, 
fire, casualty, or other premiums, 
has prepared a booklet which ex 
plains its operations 

In addition to giving the story 
of AFCO and how it operates, the 
booklet, “Dollars in Your Pocket,” 
points out the advantages of AFCO 
to the agent and to the insured. It 
also explains how industry time 
payment plans reduce the agent’s 
profits and how the use of AFCO 
can help the agent avoid the use 
of such plans. 


for Further Information Cirele 62 on Card 


Travelers 1955 Accident Book 


“Misguided Missiles,” the Tray- 
elers 1955 book of street and high- 
way accident data has been re- 
leased 

A booklet of statistics, enlight 
ened by cartoons by Chon Day, it 
tells the drivers, acci- 
dents, and injuries. Fourteen 
tables are given, each containing 
figures for 1954 and 1953. The 
subjects under study vary from di- 
rection of travel of cars involved 


story of 


in accidents to weather conditions 
prevailing in accidents to actions 
of pedestrians resulting in deaths 
and injuries. 


Fer Further Information Circle 65 on Card, 


First Appraisal Manual 


The first annual edition of the 
“Appraisal and Valuation Manual” 
of the American Society of Ap- 
praisers will be published this 
summer. 

According to William V. Bur- 
nell, A.S.A., president of the so- 
ciety, the book will contain an 
appraisal and valuation reference 
library, a professional directory 
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and important legal decisions. 

Also included will be more than 
30 technical papers dealing with 
such subjects as rate making for 
public utilities; depreciation stud- 
ies; appraising intangibles; ap- 
praising for mortgage purposes, 
estate settlements, and income tax 
purposes. 


For Further Information Cirele 64 on Card. 


Stabilizer for Typing 
An adjustable desk stabilizer de 
signed to eliminate vibration and 


improve typewritten work has been 


Adjustable Stabilizer 


announced by the Supply Division 
of Underwood Corp. 

Of sturdy all-metal construction, 
the stabilizer is easily installed by 
means of an automatic, self-lock- 
ing mechanism. Adjustable, it ex- 
tends from 17 to 31 inches and can 
be telescoped to fit into a desk 
drawer. 


Por Purther Information Cirele 65 on Card, 


Private Pensions Studied 


Publication of “Fundamentals of 
Private Pensions,” by Dr. Dan M. 
McGill has been announced by the 
Pension Research Council of the 
Wharton School of Finance and 
Commerce of the University of 
Pennsylvania. 

The first in a series of books 
and monographs to be published by 
the Council, the book has a dual 
purpose. It is designed to serve 
as a basic text for students, 
trainees, and others seeking an un- 


derstanding of the private pension 
mechanism and also to provide a 
framework of principles for the 
more specialized studies to be un- 
dertaken by the Council. 


For Further Information Circle 66 on Card, 


Insurance for Plumbers 


“Insurance for Plumbing and 


Heating Contractors” is a new 
pamphlet prepared by the Casualty 
and Surety, Education, and Fire 
and Allied Lines Committees of the 
California Association of Insur- 
ance Agents. 

The 12-page booklet 
bodily injury and property damage 


discusses 


liability, workmen’s compensation, 
automobile physical damage, dis- 
honesty losses, fire insurance, fire 
legal liability, business interrup- 
tion, accounts receivable, unemploy- 
ment compensation disability, mis- 
cellaneous policies, and bonds in 
some detail and points out the ad- 
vantage of each coverage to the 
plumbing and heating contractor. 


For Further Information Circle 67 on Card 


Complete Campaign for Agent 

A complete advertising campaign 
for local agents’ use has been in- 
corporated into a new brochure 
Millers 


Illinois Fire Insurance Cos. It is 


issued by National and 
available to agents without charge. 

The brochure includes a number 
of pre-tested sales letters for use 
in new client prospecting. Also in- 
cluded are samples of newspaper 
advertisements available to the 
agent in mat form which can be 
effectively tied in with a direct 
mail letter campaign or run inde- 
pendently. Detailed 
are given for the most effective use 
of these media in promoting the 


instructions 


services of the local agent. 


For Further Information Circle 68 on Card. 


School of Insurance Catalogue 

The 1955-56 catalogue of the 
School of Insurance of the Insur- 
ance Society of New York, Inc., is 
available. The catalogue contains 
a summation of the curriculum and 
activities and lists 100 courses to 
be offered during the coming school 
year. 

The School offers 95 courses for 
which credits are given, covering 
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life, casualty, fire, ocean and inland 
marine, accounting, law and bond- 
ing. Five non-credit courses in the 
fields of life, casualty, fire and ac- 
counting are also offered. 


For Further Information Circle 69 on Card 


Salesmanship Explored 

“Anyone Can Sell,” by Frank E. 
Fehlman, is the newest book on 
salesmanship to be published by 
Printers’ Ink Books. 

It is divided into two parts. In 
the first section five types of sales- 
men are described and analyzed, 
exposing the mental weaknesses 
and strength of each. Those un- 
der surveillance are the Bismarck 
type, the Ben Franklin type, the 
Weathervance type, the Flipped- 
Coin type and the Women’s Intui- 
tion type. 

The second part of the book 
is devoted to many 
salesmanship: attributes necessary, 
what line to sell, effect of vocabu- 
lary on earnings, checking pros- 


aspects of 


pect’s income, versatility, and 
others. 


For Further Information Cirele 70 on Card 


Mexican Insurance Yearbook 


The second Mexican Insurance 
Yearbook (1953-1954) is now being 
distributed by its publisher, Re- 
vista Mexicana de Seguros, Bal- 
deras 31, Desp 201, Mexico 1, D. F. 

According to the publisher, it 
contains up-to-date data on Boards 
of Directors, statistical figures, bal- 
ance statements, and background 
on insurance executives of all the 
69 companies operating in the Re- 
public of Mexico. 
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The Northern is an Agency Company—first, last and always. Our Agents 
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mwvestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Credit—One Key To Our Prosperity 


WREDIT—have you heard that 
‘ word lately? It is mentioned 
in the best circles and used in one 
way or another by most everyone. 
As a matter of fact, credit today is 
Why wait, 
is the slogan, when you can get 


almost forced upon one. 


what you want today and pay for 
it over the next three years? Why 
delay that trip to Europe, the air 
lines will tell you. We will take 
you there and bring you home on 
your promise to pay the charges 
over a period of time. <A_ bank 
says, “Don’t disturb your savings 
account. Borrow from us and let 
your savings interest run,” 

We have become a nation of bor- 
rowers, There is no longer any 
stigma to borrowing. Everything 
can be bought on credit and most 
everything is being bought on 
credit 

To some this is an ominous de- 
velopment, placing a heavy mort- 
gage on the future. Of course, all 
debt is a future commitment, but 
While 
there is little doubt that the exces- 


there is a brighter side 


sive use of credit can be harmful 
to the whole country, as well as to 
the individual, we must bear in 
mind that the present prosperous 
period has grown and has been 
credit Not only 
credit to individuals, but credit for 


nourished on 
vast government developments and 
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for the expansion and improvement 
of industrial plants. These expendi- 
tures in turn were encouraged by 
the expanding industrial outlook 
sparked by the rapid growth in 
population and the delayed demand 
built up during the war years. 
Then there is another factor that 
would seem to have considerable 
bearing on the willingness of you 
and your friends to go into debt 
more easily, and that is the future 
Social Security 
for most everyone removes some 


looks more secure, 


of the worry of possible dependence 
on relatives, and in turn the 
younger generation does not think 
papa and mama will need as much 
help when they get older. Pension 
plans, much more widely spread 
than in years gone by, are an ad- 
ditional support. 

These backlogs are tangible 
backlogs on which you and your 
friends can count as income when 
Add to 
these unemployment insurance that 
pays at least something each week 
workers who formerly 
would have had no source of income 
and consequently no source of buy- 


you will most need them. 


to many 


ing power. 

If Tom Jones has a regular job 
that looks like it will remain regu- 
lar, is building up pension rights 
and knows what his Social Security 
will be, he is apt to spend a far 


larger portion of his pay check each 
week than he would without these 
supports. Tom still saves some- 
thing, as is indicated by the growth 
of savings deposits, but he also 
buys on credit. Tom and his family 
are enjoying more things today be- 
cause he can anticipate his income 
through buying on credit. 

These facts are being advanced, 
not in justification of an ever ex- 
panding credit philosophy but to 
show why the use of credit has been 
such an important contribution to 
our present era of prosperity. The 
credit base is much broader than 
in the past and should not be per- 
mitted to get out of hand. Too free 
a use of credit by corporations, or 
by Federal and local governments, 
or by individuals for speculative 
purposes, can bring with it dis- 
astrous consequences, 

The Federal Reserve Board is 
aware of these possibilities and has 
already issued a number of warn- 
ings and will probably issue more. 
Interest rates have gradually been 
allowed to tighten and, if business 
borrowing continues through the 
summer, may be tightened still fur- 
ther by an increase in prime bank 
rate (bankers lowest rate to first 
line customers) to above the pres- 
ent three per cent. 

The Senate investigation by the 
Fulbright Committee brought out 
some words of caution and these 
may be followed by recommenda 
tions for legislation. 

Margin requirements on the stock 
twice 
from 


market have been raised 
within the past four months 
50 per cent to 60 per cent on Janu- 
ary 5 and from 60 per cent to 70 
per cent on April 22. These are 
comparatively mild changes and 
are in the form of a warning rather 
than an effort to stop the use of 
credit. However, more stringent 
steps may be taken if the market 
becomes too buoyant in its estimate 
of the future and speculation for 
quick profits becomes widespread. 
The elimination of margin trading 
is within the powers of the Federal 
Reserve Board. 

All these moves have been made 
to slow down the use of credit by 
business and the stock market. No 
restrictions, so far, have been ap- 
plied to consumer credit or mort- 


Continued on page 64 
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gage loans, These, of 
could become dangerously high and 
they are not as easy to control, 
without upsetting 
other lines of credit 

In these cases there are a few 
extenuating circumstances. People 
have jobs—sixty two million of 
them-——-and with a steady income 


course, 


confidence, as 


are regularly paying the weekly or 
monthly charge. They may borrow 
again, but as a whole they are not 
borrowing more than can be cov- 
ered or repossessions would be 
headline news. Tom Jones may 
mortgage his future, but as a rule 
not beyond his current ability to 
pay. Steady employment is the key 
to successful installment buying. 
In the building field, low interest 
rates and long term mortgages are 
converting many former rent pay- 
ers to mortgage, interest and real 


are increased and made more 
profitable through use of the 
Company's unique Retirement 
Income Sales Kit. This Kit, com- 
plete with a phonograph train- 


ing 


record, 


contains all the 


materials needed to make a 
convincing Retirement Income 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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estate tax payers. A ride through 
any section of the country will dis- 
close hundreds of new homes in new 
areas. As many of those homes are 
bought someone ceases to be a rent 
payer, and under present mortgage 
terms the carrying 
charges is no worse than the old 


burden of 


rent burden, and is bolstered by the 
illusion that there will be some 
equity in the property at the end 
of thirty years. 

To understand our present boom 
we must evaluate the entirely new 
factors that have entered the econ- 
omy of the country in the last 
twenty years. Credit, as used to- 
day, is one of those factors. It can 
be carried to extremes, but it can 
also supply a vital source of power 
to the vast new projects that are 
emerging in so many lines. As ex- 
amples 
marines, atomic power plants, ma- 
chines with electronic brains, new 
chemical miracles and 


solar batteries, atomic sub- 


down to 
earth home helps such as the mod- 
ern kitchen and the work saving 
yadgets around the home. 

In order that our prosperity may 
be preserved, it is essential that 
people be sensible in the use of 
credit. The government has con- 
siderable power to restrict credit, 
as it is essentially the prime source 
A move by the 
Board can in- 


of interest rates 
Federal Reserve 
fluence the money market at any 
time. However, unwise controls 
could upset confidence in the future 
so severely as to bring an end to 
that prosperity we now enjoy. The 
government so far has shown no 
disposition to do this 

A danger from another source is 
possible; that is the use of credit 
for speculative purposes. This dan- 
ger has come through the stock 
market, in the past, and could come 
again. 
been some signs of it. 


In fact, there have already 


Unfortunately, the gambling 
spirit once under way is all perva- 
sive. One hears of quick profits in 
the market and sooner or later is 
tempted to take a flyer. This risk 
taking may spill over into unsound 
buying on credit, or taking on a 
mortgage with the thought of re- 
ducing it from a “sure fire” tip 
on the market. It has happened 
before and could happen again. 

Under such conditions many in 
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vestors can see these danger signs 
creeping up, but they also are in- 
fected with the virus of more profit 
and hold investments that are 
grossly overvalued, when they 
should be selling them. The boom 
finally becomes too dangerous, re 
strictive measures on credit are 
taken by the government, and some 
day, for no apparent reason, most 
everyone decides to take profits 

It is a strange thing, but activity 
in the stock market has a nation 
wide infiuence on the outlook of 
many people—even on those who 
own no stocks. The end of a gam- 
bling phase in the market with 
rapidly falling prices over a period 
of time, saps the spirit of the coun 
try and dulls the outlook on the 
future. 

Credit is important to our ex 
panding economy, but do not let 
yourself be carried away through 
the hopeful use of it in buying long 
term prospects in stocks. For the 
next few years, for example, Gen 
era] Electric is not going to be mak- 
ing more money because of the arti 
ficial] diamonds it may produce. Yet 
when the announcement was made 
a few months ago, the stock 
promptly jumped three points. Bab 
cock & Wilcox or Combustion En- 
gineering are not going to convert 
present experimental work in 
atomic power into fantastic profits, 
and yet the mere mention of activ 
ity in these lines has been the cause 
of great activity and price move 
ments in the stocks of these com 
panies. All three of these companies 
are sound and should be in business 
many years from now and prosper 
ing from the long term development 
of present projects. That is no 
reason, however, to pay unrealistic 
prices today 

Investors should still give thought 
to present value and keep an eye on 
credit and the government policy 
towards it. Venturing too far into 
the future—particularly on credit 

could be most disturbing even 
though in the long run the hopes 
of today materialize. Most of the 
hopes of 1929 materialized also, but 
none of us would care to repeat the 
experiences that intervened 

Credit of itself is not to blame 
It is the unwise use of it when the 
speculative spirit becomes domi 
nant 
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Statement at the close of business December 31, 1954, as 
reported to the Department of Insurance, State of Ilinous 


All bonds amortized Stocks at book value, which is less than market value 
Uf all stocks were valued at market, assets and surplus cach would be smereased $4,992 71) 08 


ASSETS 


Cash in banks 2,604,482.09 
U.S. government bills, certificates and notes 181,238.80 
U.S. government bonds 291,207.51 
Canadian government bonds 279,115.96 
State, county and municipal bonds 161,256.47 
Public utility and other bonds $24,513.46 
Stocks 005,045.45 
First mortgages and collateral loans 958,502.52 
Real estate (inc luding company buildings 864,412.16 
Premiums in transmission 2.960.574.5358 


Acctued interest and other assets 926,249.46 


Total assets $191,4554,597.26 


LIABILITIES 


Reserve for losses and adjusting expenses $94,145,115.00 
Reserve for unearned premiums 49,.596,685.00 
Reserve for taxes, expenses and reinsurance 8.419.577.4340 
Reserve for dividends to policyholders 19,204,219.96 
Reserve for portfolio fluctuation 5,000,000 00 
Reserve for contingencies 4,000,000.00 

Total $171,354,597.26 
Net Surplus 20,000,000.00 

Total $191,554,597.26 


Paid for losses and returned to policyholders in cash dividends since 


Oo anization more n Six Nun ¢ Seventy milion cota@s 
f Ui th h ired enty mill follar 


Securities carried at $14,142,929 12 in che above stacement are deposited as required by law 


ty 
LumbermensS “W GUL) sl 


Operating in New York stote os (American) \umbermens Mutual Cowelty Company of iilinon 
Jormes §. Kemper, cheirmen Hethewey G Kemper prewdent 
CHICAGO 40 


BRANCHES IN ATLANTA . BOSTON OS ANGELES . NEW ORLEANS . NEW YORK 


PHILADELPHIA. SAN FRANCISCO. SEATTLE. SYRACUSE TORONTO .VAN WERT HIO 








new england... 





On the Street 


Just how important to you are 
your present policyholders— espe 
cially those who have received 
specific benefits of your services, 
such as, prompt and _ personal 
claims treatment? Who is a bet 
ter booster for you than a man 
with a paid-up policy or one who 
What 


are you doing to keep in touch 


is receiving an annuity? 


with these people? Why do you 
vive more consideration to a re 
tired employee than you give to 


a present policyholder’ 


Just how important to you are 
stockholders? The 
speculation in insurance stocks (a 


your present 


serious trend) will cause more at 
tention to be directed to the own 
ership of 
Simply 


insurance companies 
stock or a 


tremendous 


because a 
mutual company ha 
assets doesn’t mean that it’s mak 
ing a vast amount of money. Re 
erves are liabilities——not surplus 
Just as seeds of today’s public 
relations “problems” were planted 
ten or twenty years ago, so the 
seeds of future problems are be 
ing scattered today Here are a 
few: 

Insurance manpower is not be 
ing conserved, We need more effi 
cient selection techniques and 
more adequate training programs 
When measured in terms of a per 
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centaye of the disposable national 
income, we are not even maintain- 
ing, much less improving on, our 
sales position. In competing for 
consumer dollars with all the 
household gimmicks and new car 
gadgets, we are neglecting to pro 
mote plans of financial security 
Every insurance man’s job is to 
raise insurance to a first-things 
first basis in the minds of the peo 
ple who rely on him for advice 
A person who has protected onl) 
one year’s income, or only basic 
limits of Automobile Liability, or 
only a single roomful of furniture, 
has no conception of the services 
of insurance. 
Insurance is a good business 
and is serving the public well 
There is a timely need for a better 
understanding of such services 
Investigation of welfare finds, the 
purpose of company profits, the 
discussion over Accident and 
Health, the competitive environ- 
ment of participating and non 
participating companies, all are 
signals for industry alertness 


CAIA Is Trying 


To sell new prospects and to re 
sell old clients on the American 
Agency System and particularls 
on the services of the independent 
local agent, the Connecticut Asso- 
Agents is 


ciation of Insurance 


engaged in an unprecedented, 


year-long public relations cam- 
paign. Twenty-eight local boards 
are cooperating. 

Extensive radio and newspaper 
advertising, supplemented by di- 
rect mail leaflets, policy stickers, 
window envelope 
stuffers, feature the single theme 


“You're a neighbor, not a num- 


posters, and 


ber to your hometown insurance 
agent.” Here’s a 10-step sample 
of the CAIA message: 

Your hometown agent states his 
case 

1. | am a full-time professional 
in my field, therefore, you should 
expect quality in what I do for 
you. 

2. I maintain an office; pay sal 
aries and other expenses for one 
reason—the better to serve my 
customers 
3. Before I even obtain an order, 
my experience and knowledge of 
insurance contracts and compa- 


nies is used to recommend ade 


quate protection not merely a 
policy 

4. I secure detailed information 
to make certain the policy I write 
or renew provides the best pro- 
tection for the correct premium 
charge. 

5. The sale and delivery of a 
contract is only the beginning of 
my agency 
of it. 


service—not the end 


6. larrange a premium payment 
plan best suited for each indi 
vidual customer 

7. During the policy term, any 
changes in rates or policy condi- 
tions are acted upon for the bene 
fit of my customers 

8. When a claim arises, I be 
come my customer’s adviser at a 
time when he needs help the most 
I assist him in completing his ac- 
cident report, I present the facts 
to the company and follow the 
progress of his claim to expedite 
settlement, thus saving him time, 
trouble and money 

9. I stand willing and able to 
render further service by analyz- 
ing all your insurance needs and 
presenting you a_ program of 
“tailor-made” protection for your 
home or business 

10. I am a local, independent 
businessman whose only boss is 


you, MY CUSTOMER! 
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A Few Trends 


Fire vs. Marine vs. Casualty 
When the personal property floater 
came into the picture some years 
ago, Marine underwriters scooped 
up so-called fire and casualty coy 
erages. “All risks,” you see, is no 
new concept to marinemen te- 
cently, packagewise, fire under- 
writers have been staging a come 
back in underwriting echelons. 


Captious though generalities may 
be, here’s today’s vague rule of WA N | FT) ‘ 
thumb: When more than fifty per 
cent of total premium falls in any . 


single underwriter’s lap, it is as- 
sumed that said underwriter is 
competent to consider the entire 


"' More 
Does this mean that your favor 


ite Fire underwriter should be 


training himself for all lines? T 
. er ’ = 
Could be. Today's safest state op 0 ( 


ment: Whether vou are an inde 


pendent salesman or a company 1 &/ 
staffman, whatever your under en S / z 1 EF. 
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werdict... 





By LUKE A. BURKE 
Member of the New York Bar 


Agency Terminated 


Does the filing of the cancellation 
of an agent's certificate by an in- 
surance company, as required by 
law, constitute constructive notice 
to the public and particularly to a 
policy holder? That was the prob- 
lem presented to the Supreme Court 
of Tennessee in Tucker v. American 
Aviation & General Inaurance Com- 
pany (April 7, 1955). 

On June 1, 1951, a policy of fire 
insurance was issued by the Com- 
pany to Tucker. The policy was for 
one year. Around June 1, 1952, 
Tucker went to Carson, the agent 
who issued the original policy and 
renewed the policy for another year 
by paying the premium, Carson ac 
cepted the premium and issued a 
certificate which he signed as agent 
About forty-five days after the orig 
inal policy had been issued in 1961, 
the company had cancelled Carson’s 
agency. Notice of the cancellation 
was duly filed with the insurance 
Commissioner in accordance with 
Tennessee law. (Code Sec. 6140 
1950 Supplement.) 

Tucker had a fire loss in Decem 
ber, 1952. He had no actual notice 
that Carson's agency had been ter 
minated. The Company had no 
knowledge that Carson had renewed 
the policy nor had it received any 
part of the renewal premium 

The Supreme Court declared in 
favor of the insured with this rea- 
soning: 

“The appellant (insurance com 
pany) relies on those cases from 
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three jurisdictions which hold that 
where the law itself requires that 
the relationship of the agent to the 
insurance company be publicly set 
forth and recorded and that when 
the company complies with these 
legal requirements in showing the 
termination of the agency relation- 
ship that this recordation according 
to statute of the termination con- 
stitutes constructive notice to all 
persons that the relationship of the 
agency has been terminated.” 
(Cases from New York, Louisiana 
and Texas were cited. ) 

Under the circumstances and 
facts of this case the general and 
well accepted law is that: 

“It is the duty of an insurance 
company to notify insured persons 
who have dealt with their agent as 
the representative of the company 
of the termination of his authority 
If it fails to do so, it is bound by his 
acts if such a person continues to 
deal with him as the representative 
of the company, in ignorance of the 
termination of the agency.” 29 Am. 
Jur., p. 111, Sec. 88; Couch, Cyclo- 
pedia of Insurance Law, Vol. 3, p 
1847, Sec. 578; 44 C. J. S., p. 813, 
Sec. 148; Note with cases from va- 
rious jurisdictions thereto in 14 
A. L. R., p. 846. 

We think that under the authori- 
ties and under equity and justice 
that it must be conceded by the in- 
surance company that unless the 
policy holder either had actual or 
constructive notice of the fact that 
Carson was no longer the agent of 


the insurance company that then the 
insurance company clearly would be 
liable under the undisputed facts of 
this case. It is conceded that Tucker 
had no actual notice that Carson 
was not the insurance company’s 
agent. It is not claimed that he had 
implied notice or any other kind 
except what might be brought to 
him by reason of the insurance com- 
pany listing with the Commissioner 
of Insurance the fact that Carson 
was no longer the agent of this 
Company as required by Statute 
(Code Section 6140, 1950 Supple- 
ment to the Code). . 

The Legislature in enacting this 
Code provision (6140, 1950 Supple- 
ment to the Code) clearly did not 
have in mind that this listing of 
the various agents, their term of 
office and when such agency expired, 
etc., that in doing so that the list- 
ing of these agents would be notice 
to the people of Tennessee as to who 
the agents were, especially when 
the agents had dealt with the parties 
as Carson did with Tucker herein. 

Thus, although the Company had 
complied with the statute regarding 
notice of cancellation, such compli- 
ance was not constructive notice to 
the insured because the statute it- 
self did not say it was constructive 
notice. In the absence of actual no 
tice thé insured could treat the pol- 


icy as renewed. 


Waiver By Claim Department 

The insured received an accident 
and health policy, and thereafter his 
wife was stricken by polio. The 
Company paid the insured large 
sums of money in accordance with 
the benefits provided by the policy 
but refused to pay for the services 
of a practical nurse since the policy 
required the Company to pay only 
for a registered nurse. 

The insured had written to the 
Company stating that he was un- 
able to get a registered nurse and 
had been advised by his doctor to 
get a practical nurse. The claim de- 
partment replied, telling the in- 
sured to use a practical nurse “tem- 
porarily” until a registered nurse 
was available. 

The Company took the position 
that a member of the claim depart- 
ment could not effect a waiver of the 
policy provisions because the policy 
provided that a waiver had to be 
effected by an executive officer and 
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endorsed on the policy 

The Court did not agree with the 
Company’s position, and stated the 
law to be as follows 

“It is now well settled in Texas 
that a provision in an insurance 
policy that no condition or stipula- 
tion shall be waived except by a 
written endorsement attached to the 
policy is ineffectual to prevent a 
parol waiver of such provisions and 
conditions by an authorized agent 
acting within the scope of his au- 
thority Citing cases.) These cases 
are based on the proposition that 
an insurance corporation cannot 
thus limit its power subsequently to 
contract in any lawful manner by 
and through its authorized agents 
acting within the scope of their au 
thority. For the same reason, a 
stipulation in the policy that only 
certain officers and agents named 
therein shall have the power to 
waive the conditions of the policy 
does not preclude an authorized 
agent, other than the officials 
named, acting within the scope of 
their authority, from effecting such 
a waiver. (United Bankers Life In 
surance Company 1 Matthews 
Texas Court of Appeals, January 12, 


1955.) 


Reduction of Disability Benefits 


The insured was covered by two 
Accident and Health Policies. 
Clause “A” of the policies read as 
follows: 

“Total Disability from Accident 
or Disease. If such injuries or dis- 
ease result in continuous total dis- 
ability requiring the regular and 
personal attendance of a licensed 
physician, the Association will pay 
during the continuance of such dis- 
ability Fifty Dollars per week, as 
hereinafter limited.” 

Clause “N” read: 

“The term of this policy com- 
mences upon the date hereof and 
runs until the insured’s seventieth 
birthday. After the insured passes 
his sixtieth birthday all indemnities 
payable under this policy will auto- 
matically be reduced Fifty Per 
Cent.” 

About three months before his 
sixtieth birthday, the insured be- 
came totally disabled by disease and 
the Company duly made payments 
to him. However, when he reached 
his sixtieth birthday, the Company 
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reduced the payments by half. The 
insured brought suit claiming he 
was entitled to the full amount of 
the indemnity. He was not success- 
ful in the lower courts, but the Ap- 
pellate Court said: 

“The appellee (Company) and the 
court below held, that the language 
of Clause “N” is unambiguous and 
leaves no room for construction. To 
us, however, a provision reducing 
“all indemnities payable” after age 
sixty does not-—when read in the 
context here presented—clearly and 
unambiguously convey that disabil 
ity benefits already in course of pay 
ment are to be affected. The motive 
for purchasing health and accident 
insurance is to provide a modest but 
steady income dring periods of dis- 
ability. It is seriously to be doubted 
that such insurance could as suc 
cessfully be sold if the insurance 
company were to announce to its 
prospects that at the age of sixty 
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their sustenance was to be cut in 
half and, we observe, no such sug- 
gestion appears in the application 
form which is part of the policy un- 
der Clause “O.” The form flatly 
speaks of a weekly indemnity of 
$50. To accomplish the fifty per 
cent vitiation of the contract of in- 
surance which the company seeks, 
language 
which unambiguously conveys such 


we would insist upon 
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an intent to the mind of an ordi- 
nary layman. Failing such unam- 
biguous language, doubt should be 
resolved in favor of the insured.” 
(Buchanan v. Massachusetts Pro- 
tective Ass'n, U.S. Court of Appeals 
for the District of Columbia Cir- 
cuit, March 3, 1955.) 


“Public or Livery Conveyance” 
Clause of Auto Policy 


Edgar Roberson obtained automo- 
bile liability policies on his twe 
trucks. The policies contained the 
usual clause excluding coverage if 
the vehicle was “used as a public or 
livery conveyance.” Roberson at- 
tached to the bodies of both trucks 
a plywood housing with a roof and 
back door and with windows and a 
bench on each side. There was room 
for two besides the driver on the 
front seat, and room for eight on 
the benches with crowding, for 
ten to twelve. Roberson drove over 
a regular route between his home 
and the arsenal where he worked. 
He picked up fellow workers on his 
way to work and let them off on his 
return. 

The insured truck was involved 
in an accident when Roberson was 
on his way to work. He had three 
fellow workers in the truck. They 
had ridden with him before and had 
shared the expenses of the truck. 
No tickets were sold, the payments 
being on a voluntary basis. The 
trucks were not held out to the gen- 
eral public as being for hire but 
only transported fellow workers at 
the arsenal, 

The Company felt that the policy 
did not cover the accident because 
the assured violated the “public or 
clause and 
brought an action for a declaratory 
judgment to determine its liability. 


livery conveyance” 


The court began its opinion by 
pointing out that the question was 
new in Arkansas, but similar cases 
had been decided in Michigan, Ne- 
braska, Illinois and Kansas. Based 
on analogy to these cases, it was 
held that the assured was not using 
the truck as “‘a public or livery con- 
veyance” but as an accommodation 
to his fellow workers who volun- 
tarily contributed to the expenses 
and upkeep of the conveyance (All- 
state Ins. Co. v. Roberson, U. S. 
Court of Appeals for the Eighth 
Circuit, December 7, 1954.) 
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which they had no previous expe 
rience at the time their own busi- 
ness Was expanding. What hap- 
pened at times? Either the ex- 
panding, regular lines got all at- 
tention and the new department 
was and remained an orphan or 
and this happens less frequently 
management devoted all of its time 
to the new venture and forgot to 
look after the progress of the busi- 
ness Which built the company 


Capital Resources 


Are Our Capital Resources 
Adequate to Enter on 
this New Venture? 

There are certain definite legis- 
lative requirements which compa- 
nies have to meet in order to open 
a new department or start writing 
a new line. The fulfillment of 
these, however, is often not suffi 
cient. Management must considei 
not only the cost which added pre 
mium and loss reserve require 
ments will bring about, but also 
the additional expenses which will 
be added to every department 
Facts may well show that the 
wiser course would be to. stay 
within present form of protection 
or existing territorial boundaries 


What Do You Know About the 
Experience Which Other Com- 
panies Have Had in the Ad- 
ministration of this Line? 

This is the avenue which most 
companies pursue at the present 
time; often they are satisfied with 
obtaining the results of existing 
business now written by other 
companies without asking the fur 
ther and more important question, 
“How will it fit into our scheme 
of operations, our objectives and 
how can we profit from the mis 
takes other companies made?” 

Insurance is a business of sta- 
tistics and a wealth of informa- 
tion is available on the trends of 
premiums, ratios, 
broken down by coverages, states, 


losses, loss 
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etc. Is your company making com- 
plete use of all which is available 
and more important, do you know 
how to interpret them? It is al 
ways cheaper to get facts before- 
from hind 


hand than readjust 


sight 


Will the New Department Obtain 
Cooperation and Enthusiastic 
Support from Existing Staff 
Members and the Agency Force? 
Many 


lished in a certain line,” 


companies are “estab 
a form of 
inderwriting or an approach to 
claim settlements. People, partic 
ularly in the insurance business, 
are hesitant to change or even ac 
While a new de 
partment may be inaugurated by 


order of the Board of Directors, it 


cept a newcomer 


faces frequently the inner resent 
ment of many operating officials 
No wonder then that policies don’t 
get out in time, claims aren’t set 
tled, the accounting department 
complains and finally the venture 
is either subordinated to other a 
tivities or even abandoned 

How far this established type of 
thinking c¢: seen from the 
example of a company where the 
officials of a newly organized sub 
sidiary do not eat in the same din 
ing room with the officials of the 
parent company. How can common 


problems be ironed out and a bet 


ter understanding be achieved if 
the boys can’t even talk them over 


it lunch? 


Agent's Attitude 


The American insurance 
is a rather independent cu 
resents it if something is forces 
throat. The home office 


taff may be sold on the value: o7 


down hi 


necessity of a new line, vet it may 
be a dismal failure if the agent i 
unwilling to put this same message 


across to the buyer 


Is Our Present Staff Adequate and 
Sufficiently Trained Technically 
to Take On these New Respon- 
sibilities? 
Insurance is a highly technical 
business and a company is only as 
good as the caliber of men on its 
staff. It would seem, therefore, the 
most prudent choice in the open 


ing of a new department or line 


would be either to adequately train 
existing staff over a sufficient pe 
riod of time, in addition to poss} 
ile guidance from outside con 
sultants, or to obtain the best 
trained men having the widest ex 
perience and give them complete 
authority to initiate the type of 
operations which they think best. 

The answer to a chief executive 
saying “Well, | have to keep them 
in harness all the time,” is the 
following “If you don’t have com 
plete faith in them you should not 
have hired them. But once you 
did, vou should give them an op 
portunity to develop in the way 


which they consider necessary 


Role of Staff 


The business is replete with 
case histories of insurance com 


panies which have followed both 


avenues For example, an out 
tanding fire insurance company) 
tried to enter the casualty bu 

ness several years ago Even 
though they had no difficulty in 
obtaining information, they 
thought that by 


tine technical 


employing rou 
personnel, they 
would be able to develop a size 
able volume of casualty insurance 
thei 


fire agency force 


from admittedly excellent 
To their disma 

this expectation proved wrong, and 
operation, while 


their casualty 
still in existence, probably cost 


the company more than the 
earned from it 

In contrast a casualty insurance 
ompany located in another cif 
tarted fire operations after an ex 
They furthermore 


tensive survey 


employed top caliber persone 


ind made the person in charge of 
fire operations a member of thet 


hoard. Thi 
i hard hitting core of multiple line 


ndividual developed 
pecialists and had an attractive 
package policy ready at the time 


‘ 


the company announced that 


vas entering the fire field 


Is the Public Ready or Conditioned 
for the Line or Policy You 
Want to Market? 

Many prosperous companies of 
twenty-five and even ten years ago 
are today out of business. Very 


often this happened because the 
Continued on page 72 
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tried to sell something after the 
demand for it had vanished or 
changed, For example, in the man- 
ufacturing of sterling silver is the 
notion of sentiment or utility pre- 
dominating? In the retail field, is 
suburban convenience or com- 
pleteness of line and service in a 
central location more important? 
Ideas are constantly changing and 
influenced by innumerable factors 
uch as the economic and social 
condition of the buyer or the state 
of competition from an entirely 


different product or service 


Need Important 
For example, one of the biggest 
washing machine companies be 
fore the war continued merrily its 
old way even though a competitor, 
previously in the aircraft busi 


ness, introduced = an 


automatic 
washer. This competitor flooded 
the market with automatics and 
reaped the profits from a pent-up 
demand. The machine 
company continued to make its 
wringer-type washers and has lost 


washing 


yround steadily. Company man- 
agement, therefore, be it in the 
manufacturing or insurance busi 
ness, must always keep in mind 
the public’s willingness to accept 
a product or the realization for its 


need, 


How Will Existing or Proposed 
Legislation Affect Lines of In- 
surance Which You are Now 
Selling or Planning to Enter? 
Answers to this question may 
affect management's decision in 
several ways. A company which 
now writes only one line may not 
want to continue having all of its 
eggs in one basket, particularly if 
there is a threat of adverse legis- 
lation. On the other hand, some 
companies may not want to enter 
a certain line in face of public 
trend demanding more government 
interference or even socialization 
of selected coverages. Other com- 
panies, in contrast, feel that it is 


I” 


le 








good policy to write these lines in 
order to forestall such a demand 
by providing protection through 
private enterprise. Whatever man- 
agement’s philosophy may be on 
this question, it would seem that 
it would want to have adequate 
facts before making a move. 


Are Our Service Offices Equipped 
to Handle this New or Addi- 
tional Business? 

A company, for example, which 
may be doing an outstanding job 
in the sale of personal insurance 
may not succeed but actually en 
danger the progress of its present 
writings by entering the commer 
little technically 
Simi- 


cial field with 
trained help to service it. 
larly, specialty writers may en 


counter more headaches’ than 
benefit by wanting to join “the big 
league” and provide all forms of 
protection which they can neithe) 


service nor supervise. 


Case Histories on the 
Practical Application of 
this type of Research 


How this type of “fact finding” 
can be applied practically and 
profitably is shown in the two case 
histories cited below. 

First, there’s the manufacturer 
who profited by research = on 
“Whether to Sell.” This company, 
one of the most successful ones in 
the stationery field, looked for a 
new product to launch after the 
war and decided on a candid cam- 
era. Surveys proved that existing 
cameras were not serving their 
basic purpose well on being on 
hand for candid pictures. They 
furthermore showed that only 2.3 
rolls of film were consumed by the 
average camera per year. The com- 
pany, therefore, developed a small 
and compact camera with high 
technical virtues, produced a rea- 
sonably large negative and was 
very simple to operate. A complete 
advertising and promotion cam- 
paign was all laid out and ap- 
proved, 

Yet in spite of all this work, the 
camera was not put on the mar- 
ket. Why? The film size had to be 
different and thereby presented a 


tremendous problem of servicing, 
processing and distribution, in or- 
der to satisfy and keep faith with 
the consumer; the production de- 
partment’s make the 
product technically perfect forced 
the price beyond the point which 
it was believed that the market 
would pay; a great influx of for- 


desire to 


eign miniature cameras had ap- 
peared on the market at a rather 
low price; it became expedient for 
the company to devote more labo- 
ratory time and talent to other re- 
search. 


Beneficial Project 


Upon these factors the com 


pany’s management planning 
yroup decided that the negative 
aspects outweighed the positive 
ones but still felt in the words of 
one of its directors, “The camera 
project was far from a total loss 
In fact, it has proved extremely 
beneficial. The research techni- 
cians in our laboratories are now 
well grounded in the application 
principles of 
That 
know-how has already had some 


of basic scientific 
photographic problems. 
tangible by-products. The com- 


pany’s attitude remains pretty 
much the same as when we started 
the camera venture. If we had it 
to do over again, we'd do it over 
again, and we may yet get around 


to it some day.” 


What a Life Company Did 

Then, there’s a life insurance 
company which profitably used 
this type of research. This im- 
portant life insurance company 
found that careful planning before 
entering a new line, in this case 
group insurance, paid high divi- 
dends. They started by appointing 
a special task force made up of 
top personnel from the offices of 
law, actuarial and research and 
development. This team reviewed 
all published material and com- 
pany data, interviewed executives 
of other companies, trade associa- 
tion officials, agents and brokers 
and sent a detailed questionnaire 
to all of the company’s branch 
managers. As a result of this sur- 
vey a report was prepared on the 
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relative advantages and disadvan- 
tages of entering the group insur- 
ance field. Findings were grouped 


under the following headings: 


Pro and Con 


1. Policyholder’s interest As 
an advantage, the report stated 
that to the extent that stimulation 
of the company’s overall growth 
through entry into group insur- 
ance would lead to economies of 
larger scale operations, the policy- 
holders might benefit because of 
lower expense charges and hence 
higher dividends 

As a disadvantage, the report 
felt that funds that would other- 
wise be paid to policyholders as 
dividends, might be reduced by 
diversion of such funds for the 
financing of yroup operations 
However, this possibility was con 
sidered as very unlikely 

2. Social Interest Advantages 
listed were: extension of needed 
protection at lower costs; wider 
recognition of importance of in 
surance protection; forestalling of 
yovernment encroachment into in 
surance field and reducing the 


danger of government monopoly 


Disadvantages Named 


Disadvantages mentioned were 
the termination of protection when 
employment ceases some dis 
placement of “individually pro 
yrammed” protection by term pro- 
tection; and the questionable 
merit of nonvested group annul- 
ties as an alternative to social 
security. 

3. The Company's Relative Posi- 
tion As advantages the report 
cited added prestige through wider 
service and contacts; aid in main 
taining a healthy rate of growth; 
a halting in the decline of the com 
pany’s share of the nation’s in 
urance business as a whole and 
attraction to and retention by the 
company of additional high qual 
ity agents 

One of the disadvantages stated 
was the loss of prestige of being 
one of the largest strictly ordinary 
life insurance companies 


1. The Agents’ and Employees’ 
Continued on page 74 
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Interest——Opportunity for agents 
to earn additional commissions on 
group business, opportunity to sell 
ordinary business to the person- 
nel of group client organizations 
and opportunity for advantageous 
transfer and promotion of employ- 
ees and agents were included as 
advantages. 
The 

as: the 


cited 
that a few 
agents would spend excessive time 


disadvantages were 


probability 


on the solicitation of group busi 
ness at the expense of ordinary 


sale and possible lowering of 


morale through agents’ loss of 
commissions to brokers. 
This report was reviewed by a 


committee of officers which drew 





If you've got a three million dollar 

capital and a five million dollar surplus, 

why do you have to sell me this little 
old policy? 





centage of ordinary insurance in 
force had been declining for many 
years. 

4. Group insurance required 
relatively small insurance reserves 
and a venture in this line would 
not greatly affect existing assets. 


All of this extensive fact vather- 


decide upon “whether to sell.” 


Conclusion 


Many of the answers to the ques- 
tions listed earlier in this chapter 
admittedly will have to come from 
sources Outside the sales or agency 
department; however, a_ factual 
approach to merchandising in in- 
surance as well an any other busi- 
ness in order to be of lasting bene- 
fit cannot be fenced in. Collection 
data by itself will 
What is 


needed is not just any kind of in 


of a mass of 


not provide the answer. 


formation but diligent search un- 
der expert guidance to find the 
missing link to what is already at 
hand and to objectively evaluate 
the results in terms of what j 
likely to come. 

There is a rapidly rising trend 
for insurance companies to enter 
new branches and lines in order 
to provide a better integrated ser- 
vice. Management attention, there- 
fore, will be increasingly focused 


certain conclusions such as 

1, The volume of group insur 
ance had more than tripled in the 
expansion ap- 


to finding means of reducing the 
odds against failures in launching 


ing took place prior to any deci 
sion to enter this line. The above 
such measures. It can fly blindly 


and go by “gossip in the trade.” 


last decade and example is an indication of the 


peared to be continuing. type of factual information to be 


It can also proceed by getting all 
facts before making any move. 


the approach to be 
wants to 


yathered or 
used before management 


2. The relative position of the 


company as measured by the per 
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Meetings. to be held 
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As the nation’s leading independent market 





for Reinsurance, the Insurance Company of next April, in the following inviting 


North America operates to provide a stable locations: 


market for the needs of its clients. 

The an a yr of this philosophy is best Horen Westwarp Ho, Phoenix 
demonstrated at times such as the present, and 
Hore. Royvat York, Toronto 


makes a continuing relationship in Reinsur- Yj 
ance worthwhile indeed. | Y Hore. Roosevett. New Orleans 
Write or telephone us. Or, if you use the 
services of a Reinsurance Broker. ask him to Horen Daytona Piaza, Daytona Beach 
discuss your problems with us 
- THE 
REINSURANCE DEPARTMENT pk . , —— 
YY NATIONAL a ia it | | 
see NATIONAL LIFE 
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Indemnity Insurance Company of North America 
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Philadelphia 1, Pa. 


Protect what you have@ 
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Continued from page 35 
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rate. The most popular of these en- 
dorsements are known as the “Ex- 
cess Over Loss Endorsements.” In 
many of the states, if the farmer 
will assume the first 10 per cent of 
the crop loss on any acre, his pre- 
mium will be reduced by as much 
as 334% per cent. This endorse- 
ment provides that the company 
will pay the amount of loss in ex 
cess of the first 10 per cent. Thus, 
if 40 per cent of the crop is de 
stroyed, the farmer will stand 10 
per cent and the company will pay 
him 30 per cent. Similarly, on a 70 
per cent loss, the company will pay 
60 per cent. An Excess Over 20 per 
cent Loss Endorsement is also 
available in many states. These 
endorsements allow the farmer to 


buy a larger amount of “catas- JACK CAGE & 
COMPANY 


Managers 
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trophe” insurance for the same pre 
mium dollar. 








Bushel Policy 


: Liability 
The second type of crop-hail cov 


erage is what is known as the Automobile 


“bushel policy.” This policy is of Business Interruption 


fered in only 10 of the 48 states Th ee 

The bushel policy provides insur e Fidelity and Surety Bends 
ance at a guaranteed price per Inland Marine 

bushel and pays the farmer for the ICT 

actual bushels of crop destroyed 


by hail (and other perils listed in INSURANCE Workmen’s Compensation 
the policy). 


Accident and Health 


A maximum as to the Burglary 


number of bushels which will be / 

paid for is included in the policy. COMPANY Fire and Allied Lines of Insurance 

The higher this maximum number 

of bushels, the larger the premium 

payment. This maximum can be  ePePaiittte Dallas, Texas + BenJack Cage, President 
set at any figure, providing it does Pett= PCr 
not fall below the value for the 





crop stated in the policy 


BROWN and RICHARDSON 
Increasing Importance BROWN, CONRAD and RICHARDSON 

. Consulting Actuaries 

Farmers are increasingly aware aa ere 

of the importance of protecting Edward D. Brown, Jr Jean Conrad tobert ichardson 


CLEVELAND 
their investment and profit by tak CHICAGO 


ing out crop-hail insurance. With 
present-day high costs of farming, 

Y . . ro ‘ T y 
farmers need the security provided HUGGINS & COMPANY 


by sound insurance. The amount 








ys Consulting Actuaries & Insurance Accountants 
of crop-hail insurance written has 


doubled in the last 10 years, and Architects Building, 117 S. 17th Street. Philadelphia 3, Pa. 


there is every indication that its TELEPHONE LOCUST 4-1122 
growth will continue 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


COMPANY: Expansions 


Mergers, New Organizations 


George V. Brooks has been named 
president of International Bank- 
ers Life. Mr 
merly with Southwestern Life 

James W. Walden has been named 


Brooks was for 


executive vice president and 


supervisor of agents of Inter 
national Bankers Life 

William R. Stover, vice president 
of Old Republic Life, has 


named executive vice president 


been 


of Coal Operators Casualty and 
a member of the board 

Charles M. Close has been named 
executive vice president of the 
fire companies of the Great 
American Group. He will retain 
his position of vice president of 
Great American Indemnity 

J. Doyle DeWitt has been named 
chairman of the Travelers Com- 

DeWitt is president 
of Travelers. 

Francis W. Cole, chairman of the 
Travelers 


panies. Mt 


Companies, has re 

signed his position. He will, 

however, continue as a director 

Rn. D. Austin, secretary-treasurer 
and general manager of lowa 
Hardware Mutual, has been ad 
vanced to executive vice presi 
dent and general manager 

Dr. Clarence Arthur Kulp, chai: 
man of the Department of In 

Wharton School of 


Finance and Commerce, Univer 


urance, 


sity of Pennsylvania, has been 
elected dean of Wharton Schoo! 
Kk. C. Jones has been named vice 
president, secretary and genera! 
manager of lowa Hardware Mu 
assistant 


tual. He was formerly 


secretary, 
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W. H. Clarke and M. 8S. Chenault, 

secretaries of lowa 

Mutual, 
named vice presidents. 

Donald P. McKay has joined the 
head office staff of 
Associated as vice president and 


assistant 


Hardware have been 


American 


enior executive in the opera 
tions department. He was for 
merly head of the Philadelphia 
office. 

Kdwin H. Ely has been elected 
vice president and secretary of 
Home Indemnity. Mr. Ely holds 
a4 similar position with Home 
Insurance, 

G. Thomas McElwrath, CLU, has 
been named vice president of 
New York Life. He was formerly 
field vice president of the South 
Pacific division. 

M. G. Woodward, assistant branch 
manager of American-Associat- 
ed Companies at Philadelphia, 
has been promoted to resident 
vice president of the Des Moines 
branch office. 

William L. Greenway has been 
named a vice president of Pa 
cifie National Fire, 

Hardin W. Masters has been 
named vice president and in 
vestment officer of Home State 
Life. 

John H. Rowell has been named to 
the post of vice president and 
chief actuary of Freedom Insur 
ance, 

John W. Keefe, Jr., bas been elect 
ed vice president in charge of 
underwriting for Scuthern Fire 
and Casualty. He was formerly 

manager, casualty underwriting 

















William E. Newcomb has been named presi- 
dent of the fire companies of Great Ameri- 
can Group and vice president of Great 
American Indemnity 


Herbert A. Winters 
has been appointed 
executive vice presi- 
dent of National 
Old Line Insurance 


Edmund L. Zalinski 
has joined John 
Hancock as vice 
president, sales ad 
ministration. 





Leonard Powell has 
been named vice 
president and edu- 
cational director of 
Western States Life. 


William C. Mell 
wain has been ap 
pointed a secretary 
of North Star Re 


nsurance Corp 





Parker 
has been named a 
secretary of General 
Reinsurance Corp 


Donald SG. 
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John Roberts has been appointed Health and Accident Underwriters Conference recently elected... 
a vice president in charge of Frank S. Vanderbrouk, president of Monarch Life, Conference 
the Hull division of the Marine President 
Office of America. Travis T. Wallace, president of Great American Reserve, executive 

James W. Lantz, Jr, CLU, has committee chairman 
been appointed superintendent 





of agencies of Penn Mutual. Mr 


Lantz has been the company’s gan Mutual Liability and to that been named to the board of dl 


of Guaranty Nationa 


’ 


general agent at Long Beach, of its affiliate, Associated Gen recto} 

California. eral Fire. Life 
David J. Trasin has been named Richard P. Chapman, president Clarence A. Cole, vice president 

agency secretary of Midland and director of the Merchant General Fire and Casualty, and 
Mutual Life. He has been edito1 National Bank of Boston, ha Herbert B. Lazarus, attorne 


of the company’s two field publi been elected a director of New have been elected 


director 
cations. England Mutual Life the company 

Louis N. Vernardo, Jr., has been J. J. Caprano has been named to R. N. Benjamin, retired execut 
named director of agencies for the board of directors of Home ecretary of Pennsylvania Farn 
Prudential’s Mid-America home Life. Mr. Caprano recently r Bureau Cooperative Associa 
office. tired from his position of vice tion, and Roy Wood, Farm bu 

Elizabeth V. Doogan has been president of Corn Exchange reau leader, have been elected 
named a member of the board National Bank of Philadelphia to the boards of the three Farn 
of directors of United States Walter V. Eskew and Charles V. Bureau companies 
Life and has been appointed Sage, M.D., have been named Wilfred D. Gillen has been elected 
general counsel. She is the first to the board of director 0 a director of Fire Associatior 
woman in the 105-year history Wabash Life of Philadelphia, Reliance, and 
of the company to be so hon Homer N. Chapin, a company vice Eureka. Mr. Gillen is president 
ored. president, has been elected to of Bell Telephone of Pa 

P. M. Park, vice president of the the board of directors of Massa Howard C. Reeder, executive vice 
Sesser Co., has been elected to chusetts Mutual Life president and director of Con 


the board of directors of Michi George A. DeMontrond, Jr., ha Continued on page 78 


CAN YOU LEAD A 
TO WATER 
AND MAKE HIM 





It’s not as hard as you think 
the secret lies in making the 
horse thirsty. And this secret NEW YORK 


is the key to success in 
the life insurance business 


You see, an underwriter’s success American Equitable Assurance Company 


or failure hinges on his ability 


of New York 


Organized 1918 


to make a customer /ee/ 
the need for life insurance. And right here 
is where a man can use all the help he can 


Globe & Republic Insurance Company 


get! In addition to selling sense, a man in 
the field must have two things from his of America 
company: |. a varied portfolio of competitive | Established 1862 
contracts to fit every customer requirement, 
and 2. salespromotion material ion makes | Merchants and Manufacturers Insurance 
the horse thirsty’’—that arouses the Company of New York 

feeling of “need” in the prospect Organized 1849 


American United men are hanging up new New York Fire Insurance Company 
records of good business, making money for ieorperated 1008 
their policyholders, for themselves and for 

the company, because they have a full 


complement of practical and competitive 
mpiement pract mpetitt ececines & Reynolds, ie. 


selling equipment 


AMERICAN UNITED LIFE INSURANCE COMPANY MANAGER 
INDIANAPOLIS, INDIANA 92 William Street, New York 38, N. Y. 
Assets over $118 million 
Insurance in force over $600 million 


Losses paid exceed Three Hundred Fifty Millies Dotiers 
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These Names Make News 


Continued from page 77 


tinental Assurance, has been 
elected to the board of Conti 
nental Casualty 

J. M. Smith, first vice president 
and director of Continental Cas 
ualty, has been elected to the 
board of Continental Assurance 

Victor T. Ehre has been elected a 
member of the board of Buffalo 
Insurance. 

John Sylvester Woodbridge has 
been elected a director of Amer 

Assurance Mi 


comptroller of 


ican Home 

Woodbridge is 

Pan American World Airway 

and Pan American-Grace Ait 
Ways 

Charles J. Peck, Chicugo, Ilinois 
has been elected president of 
the National Association of In 
dependent Insurance Adjusters 

Miles F. York has 
president of the Association of 
Marine Underwriters of the 
United States 


T. S. Burnett and George B. Gose, 


been named 


executive vice presidents of Pa 
cifie Mutual Life, 
named to the board of directors 
Dr. Charles Franklin Phillips, 
president of Bates College, has 


have been 


been elected to the board of di 
rectors of Union Mutual Life 
lrederick B. Hill, Jr., president 
of Yardley Industries, has been 
elected to the board of directors 

of Midland Mutual Life 

I. D. Newmark has been named to 
the board of directors of Shield 
Life and Accident 

Ross A. Perigoe has been named 
treasurer of the Imperial Life 
Assurance Co 

Herman L. Robinson, auditor of 

Mutual, 
has been named treasurer 

Rudolph Bahr and Norman C. 
Frost, assistant 


Indiana Lumbermens 


secretaries of 

Home Insurance, have been 
named secretaries 

Leavitt Howard, associate adver 
tising manager of John Han- 
cock, has been appointed direc 
tor of public services. 

William M. Blake, Jr., has been 
named deputy superintendent of 
insurance of the State of New 


York. 
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James H. Jarrell has been named president 
and member of the board of Coal Oper 
ators Casualty. He is also president of 
Old Republic Credit Life. 


Wallace Morrell 
Smith has been 
ramed manager of 
the newly opened 
Washington, D. C. 
office of American 
Mutual Alliance. 


Rhys E. Williams has 
been appointed 
manager of Cas 
ualty Claims Divi 
sion of American 
international Under 
writers 


H. J. Bischof has 
been promoted to 
assistant vice presi 
dent and treasurer 


of Provident Life 


D. M. 
named head of the department 


Temple, CPCU, has been 

of education and research of 
Freedom Insurance 

George H. Loveless and Allan L. 
Pither have been named to the 
staff of the Reinsurance Divi 
sion of Continental Casualty. 
Mr. Loveless will handle direct 
business in the Home Office. Mr. 
Pither will move to the Pacific 
coast at the end of the year to 
handle direct business in that 
area, 

L. Coates Coit has been appointed 
manager of the compensation 
and liability department of 








Aetna Insurance Group. He was 
formerly assistant manager of 
the compensation and liability 
department in Chicago. 

A. H. Sym, agency assistant, has 
been named assistant agency 
vice president of Provident Life. 

William P. Lynch, 
president, Prudential, has been 


second vice 


named the new chairman of the 
Life Insurance Agency Manage- 
ment Association’s Combination 
Companies Committee. 

William A. 
pointed 


Atkins has been ap 

assistant comptroller 
and auditor of Maryland Cas- 
ualty. He was formerly manager 
of the collection and expense 
control department. 

Roger Hull, executive vice presi- 
dent, Mutual Life of New York, 
has been elected a director of 
the Better Business Bureau of 
New York City. 

Per Vilhelm Weim has been ap- 
pointed assistant general man- 
ager of Aequitas Swedish Re- 
insurance Co 

Charles W. Hall has been named 
general counsel of the Depart 
mente of Insurance of Ken- 
tucky. 

Louis J. Ronder has been appoint- 
ed Cook County manager of 
United Benefit Fire, 
licensed as a multiple line un 


recently 


derwriter in Illinois. 
McFadden has 
manager of the new 


James M. been 
named 
Pittsburgh Service Office of the 
North America Cos. for the In- 
Company of North 


America and Philadelphia Fire 


surance 


and Marine. 

Donald B. Pearce has been named 
manager for Indemnity Insur 
ance of the new Pittsburgh Ser 
vice Office of the North America 
Cos. 

John N. Robinson has joined John 

son & Higgins as @ vice presi- 

dent in the marine hull depart- 

ment. He was formerly a vice 

president of Marine Office of 
America 

Donald W. Gregory has been ap 
pointed casualty claims man 

ager of the newly formed casual 

ty department of Agricultural 
and Empire. 

C. Bryant Fitch, formerly special 
agent in charge of the Spring 
field Insurance Companies’ Bos 
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ton office, has been named 
agency superintendent in the 
New England department. 

Robert L. Fontaine, formerly di- 
rector of publicity, has been 
named to the newly created 
position of director of adver- 
tising for Continental Assur- 
ance, 

Marshall B. Simms has_ been 
named superintendent of agen- 
cies with responsibility for all 
aspects of home office agency 
administration of Continental 
Assurance. 

Paul C. Green, CLU, has been 
named superintendent of agen- 
cies responsible for new  busi- 
ness development for Continen 
tal Assurance. 

Eugene A. Toale, CPCU, has joined 
Security-Connecticut as man- 
ager of its New York office. He 
was formerly assistant secre- 
tary and educational director of 
the National Association of In- 
surance Agents. 

Judson B. Hadley, claims man 
ager of the Kansas City branch 
of American Associated, has 
been named field superintendent 
in the head office claim depart 
ment. 

Richard W. Ellsworth has joined 
Union Casualty & Life as assis 
tant director of egencies. Mr 
Ellsworth was previously with 
American Bankers Life. 

Lee Swanson has been named 
manager of the newly created 
fire division of Wolverine Insur 
ance. 

Thomas M. Barnes, supervising 
engineer of Carolina Casualty, 
has been named assistant vice 
president of the company 

Alexander M. Wood has_ been 
elected a vice president of John- 
son & Higgins of Illinois. He 
was formerly assistant vice 
president. 

Valmore E. Alcombright, director 
of field service of Berkshire 
Life, has been named agency 
secretary. 

George B. Liddiard, manager of 
the tabulating division of Berk- 
shire Life, has been named a 
company officer. 

Alfred W. Haight, Syracuse, has 
been appointed deputy superin- 
tendent of insurance of the 
State of New York Insurance 


Continued on page 80 
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SELL HARDER! 





Discuss, Study — then Recommend 


It is desirable to have the buyer sense that you are a 
professional advisor whose specialized insurance knowl 
edge, gained from years of training and experience, 
should be an integral part of his purchase of insurance. 


This has to be done diplomatically, of course, but will follow 
naturally if you lead him into a discussion of his personal or business 
situation, his family, activities, and the insurance policies available 
for his protection and security. Try to learn as much as possible 
about his exposures and the insurance he carries against them e 
If you can, avoid any immediate proposal by suggesting that you 
would like to study his insurance situation briefly before making 
your recommendations. This gives you an opportunity to request 
another appointment to visit the prospect and provides time for 
you to find out whatever else you can about him e Since the writing 
of a policy or policies for a new prospect is your first important ser 
vice to him, be sure that your study of his insurance needs is thor 
ough and competent. At your second interview, make your recom 
mendation first on the specific insurance he is interested in and then 
present any further recommendations about other insurance you 
believe he should have for his complete and adequate protection 
Have your proposals prepared in writing and after discussion give 
them to the buyer. At this interview, be sure to ask specifically 
for the order. T he chances are good that you will get it. 


Commercial Union-Ocean Group field 


Commercial Union 
representatives are prepared and eager 


Assurance Co. Ltd 
The Ocean Accident & 
Guarantee Corp. Ltd. 
American Central Ps 
Insurance Company Le 
The British General / 
Insurance Co. Ltd. 

The California 
Insurance Company 
Columbia Casualty 

Company 

The Commercial 

Union Fire Ins. Co 
The Palatine Insurance 

Company Ltd 
Union Assurance 

Society Limited 


to assist our agents to Sell Harder 
to Beat Today's Competition 


COMMERCIAL UNION-= 
OCEAN GROUP 


HEAD OFFICE « ONE PARK AVENUE 
‘NEW YORK | 


an "Standard . 


protection { 
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MILES M. DAWSON & SON, INC, 


Consulting Actuaries 


154A Newbury Street 
Boston 16, Mase. 


1014 Hope Street 
Springdale, Conn. 











HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
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Department. 
John W. Langdon has 
pointed 


been ap 
assistant manager of 
agencies of Home Life of New 
York. He was formerly agency 
field assistant in the agency 
department, 
Robert S. Rouffa has 
group underwriting manager of 
Home Life of New York. He was 
formerly assistant actuary. 
Robert Craig Johnson has 
elected first 


been named 


been 

assistant comp 
troller of Union Central Life. 

Colin E. McRae and Malcolm D. 
Thomas 


from 


have been advanced 


assistant secretaries to 
assistant vice presidents of Re- 
publie National Life. Mr. McRae 
is In agency underwriting and 
Mr. Thomas in reinsurance un 
derwriting. 

Paul H. Cedargren has been named 
fire sales director of Allstate. 
He was formerly tire promotion 
supervisor in the Midwest zone 
office. 

Peter J. Campbell has joined Peer- 
less Casualty to assist in devel- 
oping new 
expansion, 

Dr. John J. Hutchinson has been 
appointed medical 
New York Life 

Robert G. Hugel has been appoint 


areas for Peerless 


director of 


ed casualty and fire insurance 
administrator for the insurance 
department of Sylvania Electric 
Products, Ine. 

Donald Q. Taylor has been ap 
pointed assistant general coun 
sel in the newly formed legal 
department of Jefferson Stand 
ard Life. 

Daniel M. Duffield has been pro 
moted from assistant treasurer 
to that of second vice president 
of Travelers. 

Kenneth R. Lee has been named 
treasurer of Travelers. He was 
formerly assistant treasurer. 

Joseph Whitner and John W. 
Morris, Jr., have been promoted 
to the newly created rank of 
division engineer of South-East- 
ern Underwriters Association. 

Bernard E. Wilson, Jr., has been 
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named director of branch office 
agencies of Commonwealth Life. 
He was formerly manager of the 
Southern Indiana branch. 
William R. Davis, Hl, has 
appointed director of field ser- 
vices of Commonwealth Life. 
Donald E. Wolff has been named 
president of The Underwriting 
Printing and Publishing Co. 


been 





Conrad C. Hill has been elected executive 
vice president and director of the recently 
reactivated Mid-Continent Insurance Com 
pany of Dallas, Texas. 

According to the president, Kenneth 
Murchison, Mid-Continent will write fire and 
allied coverages. It is licensed in Texas, 
Kansas, Nebraska, Minnesota, Colorado 
and Wyoming and plans to enter other 
states. 


Howard J. Rosan, CLU, president 
of the Samuel Rosan agency of 
Continental Assurance, has been 
appointed an associate editor of 
Query, periodical cf the Ameri 
can Society of Chartered Life 
Underwriters. 

Carl Dauksch has 
president of the National Asso 

Surety Bond Pro 


been named 
ciation of 
ducers. 

T. O. Hertzberg, first vice presi 
dent and director of sales, and 
Harold Allen, vice 
and director of sales promotion 
of Fidelity Life 
have announced their resigna 
tions from the company. 

Planet Insurance has been elected 
to membership in the National 
Bureau of Under- 
writers. 

Royal Exchange Assurance, Prov- 


president 


Association, 


Casualty 


ident Fire, and Southeastern 
Fire have been elected to mem- 
bership in the Association of 
Casualty & Surety Cos. 

Municipal Insurance has joined 
the Health and Accident Under 
writers Conference. 

Hardware Mutual Insurance Co. 
has changed its name to Ameri- 
can Hardware Mutual Insur- 
ance Co. 

Lincoln Income Life has pur 
chased all assets «nd business 
in Alabama, Georgia, Louisiana, 
and Mississippi of Provident 
Indemnity Life of Philadelphia. 

Steel Insurance Co. of America 
has been incorporated under the 
laws of Illinois as a capital 

stock fire company to serve the 

basic steel industry. Capital is 
$200,000 and surplus of $100,- 

000. Officers are: Walter E. 

Meub, Jr., president; Fred Tod, 

Jr. vice president and trea 

surer; Frederick M. Reiss, vice 

president; and Ray T. Wagner, 
secretary. 

American Farmers Mutual, Amer- 
ican Manufacturers Mutual, 
American National Insurance, 
Government Employees Life and 
American Policyholders’ Insur- 
ance have been elected to mem- 
bership in the Bureau of Acci 
dent and Health Underwriters 

Supreme Mutual Life, Chicago, 
has entered into a reinsurance 
agreement for the business of 
Twentieth Century Mutual, De 
troit, which had been taken over 
by the Michigan department of 
insurance. 

Great Southern Life has entered 
the state of Arkansas. 


DIVIDENDS: Quarterly — South 
ern Fire & Casualty, $.10 pay 
able April 15 to stockholders of 
record March 31. Craftsman, 
$.10 payable March 31 to stock 
holders of March 24 
Fireman’s Fund, $.45 payable 
April 15 to stockholders of rec 
ord March 381. Life, 
$.25 payable June 15 to stock 
holders of record June 3. Other 

Utica Mutual, 
per cent payable to New York 


record 


Colonial 


additional 5 


Workmen’s compensation pol 
icyholders whose 
pired during 1954. A regular 15 
per cent dividend had been de- 
clared previously 


policies ex 
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1. “Gave people every possible 
opportunity to buy. Expose them 
to as many types of insurance as 
possible in a given period of time.” 
Leesburg, 


George P. Hammerly, 


Virginia. 


2. Your farmer-client is plan- 
ning to buy one or two expensive 
new machines. Sit down with him 
and make a complete inventory of 


his assets. Make sure he has 


enough protection of the right 
kind. 
3. “When presenting Business 


Life, prepare a ledger statement 
of the proposed contract to show 
management that the premiums 
transferred to the insurance com 
pany, while they represent an out 
lay of cash, begin to appear very 
quickly on the balance sheet of 
the corporation in the form of 
cash values, an asset just as cul 
rent as cash in the bank.” Ken 
Spetner, St. Louis. 


4. The essence of a successful 
sales campaign is to present a 
timely idea each week to thirty 


persons who are in a position t: 


act. 


5. Too much is said about quan 
tity of prospects, not enough is 
said about quality. 


6. Give your present policyhold- 
ers a second look. A personal in 
surance buyer may also be a com 
mercial lines buyer or, if he is an 
employee, he may be a center of 
influence leading to his employer's 
insurance. 


7. If a person is a commercial 
client, why is he not also a per 
sonal lines client? 


8 A campaign based solely on 
completely serving the people who 
already have confidence in you 
could profitably guide your activi 
ties through the entire summer 

9. Prospect “lists” selected for 
strength, not length, solve a sales 
man’s most urgent problem. 


10. There is no better list avail- 
able than the one only you can 
draw up. It consists of highly 
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sales briefs... 





A LINE A DAY... 


By Mel Blackburn, C.P.C.U. 


qualified persons whom you have 


personally observed 


11. Whatever 


now is the time to take the first 


your approach, 


step. 


12. A housewife needs Personal 
Accident insurance not only while 
she is doing dozens of jobs in and 
about her home every day, but also 
while driving her car, shopping, 
engaged in recreation 


13. Shorter work weeks, longe) 
vacations, the new leisure market 
portends more money to spend, 
Pleasure is 


more time to spend it 


big business 


14. “Leisure” seems to be some 


thing of an academic concept 


intil a family’s annual income ex 
ceeds $4,000. Then, their primary 
desires satisfied, family members 
can begin to take an active in 


terest in taking life easier 


15. When a man can afford it, 
he takes to water—literally—like 
a duck. Insure those who frequent 
the nation’s watering places 


16. Suburban (and outdoor) liv- 
ing is, itself, a national protest 


against being cooped up. Insure 


today’s travel hazard 

17. Somehow, it got about that 
the therapeutic thing to do is to do 
it yourself. In addition to an un 
counted number of veteran home 
there are at 


mechanics, present 


some eight million new home 


owners 


18. “A homeowner will always 
welcome a man who can get his 
‘house of order 
W. E 
Hartford 


protection’ in 


Hendron, The Travelet 


19. Prepare now .o serve mor: 
old people and more young peeple 
For example, conversion of term 
Life insurance to the permanent 


forms will become increasing! 


important with the years 


20. United States and Canada 
are richly endowed with natura! 
resources. But their fundamental! 
resource is people free people 

who believe in themselves and 
their ability to take care of them 


selves 


21. Serving the insurance needs 


of the upcoming generation of 
youngsters—with their own char 
acteristic spare-time pursuits 

will reward the ingenuity of the 


Continued on page 82 
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to sell profitable surety bonds 
with the “simp.ivien” 

Peerless’ exclusive 

method of 

handling bonds 

that cuts all the 

red tape! And for 

a sure-fire way to 

sell more insurance 

to present accounts and 

new prospects, there's also 

the unique Peerless “oncGanizer” 
for Fire, Casualty and Bonding 
protection. The Peerless selling aids 
are effective because they leave 
nothing to chance , . . nothing to 
memory. Write for all the 
details today! 





KEENE, NEW HAMPSHIRE Ly 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 
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company 


leader in property valuation 
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underwriter who is cognizant of 
the juvenile leisure market... and 
grows with it. 


22. You are in a preferred posi- 
tion to serve the interests of the 
public and of yourself. A business 
built on service has no competi- 


tion, 


23. With all the furor over to- 
day’s “price” market, some of us 
are missing the point that most of 
us want—and actually can afford 


quality 


24. Your emphasis today should 
be selling a person up, not down. 


Thanks to the experience of 
October, 1929, too many of us have 
a tendency to sell the next twenty 
years of United States and Canada 
short. 


26. A Vermonter says: “I didn’t 
get as much work done today as | 
expected | would—lI didn’t expect 
I would.” 


27. “When selling bodily injury 
insurance, always quote a com- 
bined premium which includes the 
property damage exposure.” R. F. 
Sommer, CPCU, Planet of Detroit 


28. When you know what to do 
with the uncommon risks, i.e., the 
Marine risks, it stands tu reason 
you know what to do with the 
common risks. 


29. A recent reduction in rates 
for valued form Boiler and Ma- 
chinery Business Interruption 
insurance makes it even more at 
tractive for your clients and new 


prospects. 


If you depend on others to 
buy from you without your initiat- 
ing, promoting and otherwise ef- 
fecting action, there is danger of 
an inadequate sale, a disadvan- 
tageous sale, or “‘no sale.” 
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Annual Reports 


Continued from page 31! 


however, after our study of this 
year’s reports. Some of the figures 
ve hoped to find in the reports were 
never, or very seldom, given. Other 
figures had to be shown in different 
form. This revised list, therefore, 
is presented on page 31 to give 
you an indication of the statistics 
we think an annual report should 
contain. 

None of the reports has exactly 
this set of figures or presents them 
in the same form. Undoubtedly 
there will be general disagreement 
with one or more of the items we 
include on the last. Nevertheless, 
we print this list as an attempt 
to arrive at a standard form for 
the operating and balance sheets 
for insurance company annual re- 
ports. 


Requires Digging 

Among fire and casualty com 
panies the operating and balance 
sheet figures follow, with some 
exceptions, the convention-form 
annual-statement. Among life com 
panies, unfortunately, the tendency 
seems to be to highlight certain 
significant statistics while de 
emphasizing the list of figures that 
gives the complete financial picture 
of the company. In most of the life 
reports, the complete picture is 
there—but you have to dig for it 
You usually find assets and pre- 
mium volume in large type, but the 
step-by-step summary of operations 
may be given very briefly or divided 
and seattered throughout the book. 

We are now in the realm of opin 
ion—should a company’s annual 
report show only the most im 
portant figures, or should it pre 
sent a complete balance sheet from 
which any financial analyst could 
deduce an accurate appraisal of the 
company’s net worth? In present- 
ing the set of figures used in this 
year’s judging of annual reports, 
we are frankly on the side of the 
financial analyst. We still believe 
in simplicity, in attractive appear 


Continued on page 84 
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OF DOING BUSINESS 


Fine art has only one 
means of survival. . . 
the active, unfailing 
loyalty of its admirers. 
At Berkshire Mutual the 
fine art of doing business 
is reflected in the genuine . 
loyalty mutually ex- 
pressed by our Agents 
and this Company. It has 
been so since the 
Company was founded 


over 119 ay en 
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e fected at 


Surplus lines e@ Excess lines L . 
ae LOYD’S 
MARINE 
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AVIATION 
AUTOMOBILE 


leer LONDON 


Your clients’ property abroad can be cov 
ered immediately by us through our Lon 
don office. Why not have one of our field Write f new 19 brochure which 








men call and explain how Stewart, Smith bes ail facilities 

can help you cover foreign as well as 

domestic property. Our facilities include In the United tates and Mexico 

Claims and Settling Agents throughout business accepted only from Agents, 

the world Brokers, and Insurance Companies 

STEWART, SMIT (OIS) IN 
PEWART, SMITH CLLINOIS) INC. 

Board of Trade Building 141 W. Jackson Blvd., Chicago 4, Illinois 
INDON a Ew yore RONT Bie MInNGHAM 
SYONEY 1OnNGI MON TREA HICAGO rH ADELPHIA 








Annual Reports 
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ance for annual reports, but we also 


believe in completeness—the irre 


ducible minimum figures to pre 


ent a company’s total picture. 
You may—and if we know our 
criti 


readers, you probably will 


cize the list of figures we have pre 


is to start hammering out a better 
one, @ more accurate standard by 
which we can judge annual reports 
in 1956. Let us hear your comments 
so that a worthwhile standard set 
of annual 
established. 

Our 


report 
general comments on this 
year’s winners are taken care of by 
“Judge” Joe Newman, who had a 
tough task studying the bundle of 
reports and making his selections 


within the small amount of 


figures can be 


time 


ments which came out as THE 
SPECTATOR’S staff did its prelimi- 
nary grading. We were surprised 


at the number of companies which 
discuss the effect of the 
Federal 
that 


pool, the 


did not 
billion-dollar contract on 
employees. For any company 
this 


significant 


is participating in 


contract means a boost 
in their insurance-in-force. And yet 
only a few annual reports discussed 
this contract on Federal employees 


Since this pool is essentially a ‘‘non 


ented here. That will be fine. An our deadlines allowed him. 


profit” operation, readers of annual 


other reason for printing this list But there are a few specific com reports should be kept informed in 


cases where a portion of the year’s 





increase will mean no gain for the 


company 
THE LABORER 


| S Securities Listing 


For the last two or three years 


WORTHY OF 
HIS HIRE 


One of a series we have commented on annual re- 


to help agents combat ports which attempt to present the 


direct writers full list of 
pany’s investment portfolio. Maybe 
wishful thinking on our 
part, but this yea 


securities in the com 


it is just 





the reports we 
saw seemed to give less space to 


these securities. A number of com 


FROM BIBLICAL DAYS TOTHE 
PRESENT, THIS STATEMENT folie in separate 
HAS ALWAYS BEEN TRUE. the annual! That 


us to be the happiest solution 


panies continue to print their port 
booklet 


report 


from 
seems to 


In insurance, it has been particularly so. 


, Nevertheless, we are glad to note 
You, Mr. Agent, for example, are sub- 


the trend toward giving less space 
in the annual report to the straight 
list of securities. When such a list 


ject to call twenty-four hours a day. 
Accidents, fires and other types of losses 
do not always occur between the hours : , 
of 9 and 5 on weekdays and 9 to 12 takes up two-thirds of the full 1“ 
on Saturdays. You are just as apt to be nual report, you can see that it is 
awakened from a sound sleep in the 
middle of the night as called away from 
home on a quiet Sunday evening. A 
portion of your commission is earned 
by being available at all times to your 


clients whenever they are in trouble due 


out of proportion to the other in 


to a loss or accident 





" New HAMPSHIRE 
FirE INSURANCE COMPANY 








GRANITE STATE 
FirE INSURANCE COMPANY 


MANCHESTER, New HAMPSHIRE 





He's one of our best customers. 
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formation that must be presented 
there. 

Again we find ourselves wonder- 
ing why insurance company annual 
reports must appear so late in the 
year. Even after moving our dead 
line for entries back to April 15, as 
we did two years now, we still are 
not late enough in the year for 
some companies. In fact, we have 
received some good looking reports 
after our deadline this year 


News Value 


The value of a report diminishes, 
we believe, as its publication date 
recedes. Most, if not all, of the re 
ports have a “news” value, but 
readers tend to skip over last year’s 
results when they’re published five 
or six months later. One company 
makes a point of getting its report 
out within three weeks of January 
1. That’s too early for most com 
panies; nevertheless, earlier publi 
cation dates would give the reports 
more attention for the dollars ex 
pended. 

One final comment applies prin 
cipally to fire and casualty com 
panies. Where two or more com 
panies are members of the group, 
most—but not all—of the annual 
reports consolidate figures for all 
members. Why can’t all groups pre- 
sent combined figures? Consolida 
tion gives a much more accurate 
indication of the group's and 
therefore the individual companies’ 

financial abilities. We can under- 
stand the commissioners’ require- 
ments for statements from the sep 
arate companies. But when those 
companies want to display their 
strength to the public, they should 
show their united, in addition to 
their divided, figures 

The 1954 annual reports we saw 
did represent a fine contribution to 
the business literature of our na 
tion. Much care and many efforts 
go into preparing such reports, and 
we are sure that the results justify 
all that work and expense. The in- 
surance business “puts its best 
foot forward” in annual reports, 
and after studying them for several 
years we are confident these re- 
ports are continuing to improve and 
to become more effective instru 
ments. 


W. M. Alrich—Mapaging Editor 
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Its Delightpot in the summer at the 


Lake-Breeze Cooled 


EDGEWATER BEACH Ho/c/ + Chicago 40 


offering a fabulous, new SUMMERTIME ATTRACTION 


A glamorous, outdoor Swimming Pool...complete with 
Cabanas...tennis courts...putting green... 

garden walks...shuffleboard...dancing 

under the stars on the garden 

terrace...the exotic 

Polynesian 

Village. 


A SONNABEND 


OPERATED HOTEL 
<t 


moTorists 
“Come in as you are!” 
Write Dept, “A” for Folder 
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ENJOY YOUR VACATION - a weekend - a week - a month 
ON THE SHORES.OF BEAUTIFUL LAKE MICHIGAN 














from MISSOURI 


2,000 MILES OF WILDERNESS 
PERIL AHEAD 


St. Joseph, Mo. was eastern terminus 
of the fabulous Pony Express. ‘Little 
Johnny’ Frey started the service when 
on April 3, 1860, he dashed out of St 
Joe, to the cheers of hundreds, with 
85 pieces of mail in his saddlebags 

Thus began a relay race that later 
was to establish an amazing horseback 
record: 7 days 17 hours, carrying Lin 
coln's inaugural address to California 
(Today's air mail takes about 12 hours !) 

Establishment of the Pony Express 
followed by 39 years, Missouri's final 
admission to the Union. As the 18th 
State, it adopted the motto, “United 
we stand, divided we fall’, still fea 


tured on the Great Seal of Missours 


A “Great Seal” of the insurance business 
is PACIFIC NATIONAL’S, below, 
token of strength, stability and service 
to Agent, Broker and Assured. 


PACIFIC 
NATIONAL 
FIRE INSURANCI 
COMPANY 


Canada's Invisible Export 


Continued from page 41 


Canada. Supervisors from the 
head office make frequent visits to 
check operations and keep close 
touch with conditions in the coun- 
tries. Some of the agents come to 
Canada for agency conferences. 
Most of these local agents are 
career men, with incomes and 
homes comparable to those of the 
companies’ agents here. They have 
learned Canadian methods of do- 
ing business, and they are spread- 
ing the message of life insurance 
around the world. 


Activity In Ceylon 


Take for example, one of the 
achievements of a busy agent in 
Ceylon, In Ceylon many of the 
most successful businessmen be- 
long to an Indian Moslem group 
known as “Borahs.” The Borahs 
are wealthy and financially stable, 
but life insurance is a new idea 
to them. Formerly the old folks 
ruled the family with a rod of iron 
and hoarded the family money in 
physical assets. But the new gen- 
eration is different. It is respond- 
ing to the benefits of life insur- 
ance, and this agent already has 
sold more than a million dollars 
of business to this group, includ- 
ing a good deal of business life 
insurance, 


Spread Good Will 


The companies are not only sell- 
ing life insurance abroad; they are 
building good will for Canada and 
for ideas of free enterprise. The 
large force of local agents have 
learned today’s business methods 
and are putting these ideas to 
work in their own countries. Too, 
through these agents and Cana- 
dian insurance policies, foreigners 
are becoming better acquainted 
with Canada. For example, in 
Trinidad a policy with a Canadian 
company is a prized possession. A 
baker there has his Canadian pol- 
icy framed and hanging on the 
wall, so that all may see that he 
has made provision for his wife 
and children. Canadian compan- 
ies’ calendars adorn the walls of 
many Trinidad homes. 


Some foreigners send their sons 
and daughters to Canada to be 
educated. After graduation some 
of these young people take jobs 
here for a time to learn Canadian 
business methods before returning 
to their home lands. 

There is no single answer to the 
question as to why Canadian com- 
panies, in a highly competitive 
business, are successful in foreign 
fields. One reason is that Canadian 
companies started business abroad 
more than fifty years ago. They 
established a foot-hold early and 
have been well in the lead ever 
since. 

Undoubtedly the record of Cana- 
dian insurance companies is an- 
other factor. The fact that no 
Canadian life insurance company 
has ever failed to meet its obliga- 
tions—to pay 100 cents of the dol- 
lar when it was due at death or 
maturity—has gained the respect 
and confidence of overseas buyers. 


Career Men 


Too, the salesmen selected and 
trained by the Canadian compan- 
ies are career men and—except of 
course in the United States 
doubtless employ more profes- 
sional methods than their com- 
petitors. That Canadian companies 
employ full-time trained represen- 
tatives is undoubtedly a major rea 
son for their success in the United 
Kingdom. The selling methods of 
the British companies are quite 
different from the Canadian for 
they rely much more on part-time 
salesmen. 


All-Around Benefit 


It took vision and courage for 
the companies to pioneer in coun 
tries whose business practices, 
languages, customs and traditions 
were so different from those with 
which they were accustomed. But 
the venture has brought rich re- 
wards. To the companies it has 
meant larger volumes of business 
and greater profits. To many thou 
sands in foreign lands it has 
brought greater financial security 
and a new idea of family protec- 
tion. To Canada it has brought 
better understanding and good 
will with peoples abroad. 
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1954 State Totals for Stocks, Mutuals and Reciprocals in Property Lines 


XTENDED coverage last year 
showed better underwriting 
results for all companies in Con- 
necticut than in South Dakota. In 
North Dakota, total premiums for 
group accident and health ex- 
ceeded paid losses by $349,602. 
These and many other enlight- 
ening comparisons are _ possible 
from the table below which shows 
state totals for five states in cer- 
tain fire and casualty lines—fire, 
workmen’s 


extended coverage, 


compensation, auto physical dam- 
age, and group A. & H. along with 
premiums and losses for all lines 
in each state. 

These five states, Connecticut, 
North Dakota, South Dakota, Ore- 
gon, and West Virginia, are the 
first ones for which 1954 aggre- 
gates have been completed in that 
annual compilation of premiums 
and losses by lines and by com 


panies in all states. Figures for 
premiums and losses in all other 


¢ 


Extended Coverage 


states will be presented in future 
issues of THE SPECTATOR as soon 
as they are compiled. 

To increase the usefulness of 
these figures, we have broken 
them down to show state totals 
for stock, mutual, and reciprocal 
organizations. These direct pre 
miums and direct losses, shown 


in dollars here, have been selected 
from THE SPECTATOR’S annual 
publication “Insurance By 


States.” 


Greup A. & H. 


Connecticut 
Stocks 
Mutuals 


Totals 


North Dakota 
Stocks 
Mutuals 
Recip. 


Totals 


Oregon 
Stocks 
Mutuals 
Recip. 

Totals 


South Dakota 
Stocks 
Mutuals 
Recip. 

Totals 

West Virginia 
Stocks 
Mutuals 
Recip. 

Totals 


Connecticut 
Stocks 
Mutuals 


Totals 


North Dakota 
Stocks 
Mutuals 
Recip. 

Totals 

Oregon 
Stocks 
Mutuals 
Recip. 

Totals 

South Dakota 
Stocks 
Mutuals 
Recip. 

Totals 

West Virginia 
Stocks 
Mutuals 
Recip. 

Totals 


June 1955 


Premiums 


$17,650 , 396 
9,234,025 
26 ,884 ,421 


3,791,484 
2,976,022 

82,687 
6,850,193 


19,812,112 
6,097,111 
2,115,881 

28,025,104 


3,745,741 
2,197,765 

98 ,883 
6,042,389 


13,263 ,822 
3,818,165 
123 ,334 


17,205,321 


Losses 


$6,578,027 
2,540,787 
9,118,814 


2,223,786 
1,129,837 

118,823 
3,472,446 


6,703 ,677 
1,607,531 
747 ,262 


9,058,470 


1,262,190 
574,563 
111,676 


1,948 ,429 


6,427,505 
2,091 ,044 
28 , 361 


8,546,910 


Workmen's Compensation 


Premiums 


17,124 ,807 
11,654,213 
28,779,020 


5,607 
3,620 
1,331 


656 


340,514 
1,614,250 
21 ,832 
1,976 ,596 


1,111,559 
697 ,463 
16,551 


1,825 ,573 


38 ,374 
75,000 
21 


113,353 


Losses 


7,987,726 
5,080 ,838 


13,068 , 564 


1,896 
25 
409 


2,330 


318,156 
,461 ,288 
7,628 


, 787,072 


651 ,583 
283 ,667 

8,522 
943,772 


23,272 
6,045 


29,317 


Premiums 


$5,965,611 
2,052,658 
8,018,269 


1,246 ,447 
1 ,064 ,323 

15,106 
2,325,876 


1,603 ,446 
411,362 
66,061 


2,080 ,869 


2,170,914 
997 ,858 
21,666 
3,190,438 


1,983 ,467 
258 ,471 
14,353 


2,256,291 


Losses 


$3,330 ,377 
1,268 ,206 
4,598 , 583 


1,627,310 
1,411,606 

14,892 
3,053 ,808 


723 ,372 
177,325 

20,539 
921 ,236 


2,172,660 
1,137,355 
21,911 


3,331,926 


1,340,945 
224 , 385 
14,552 


1,579,882 


Auto Physical Damage 


Premiums 


16,365,334 
5,122,469 
21,487 ,803 


3,731,310 
,274 ,672 
458 , 325 


464 ,307 


,925 ,025 
, 286 , 890 
, 382 , 188 
,594,103 


,000 ,924 
,819 ,550 
418,853 
, 239 ,327 


9,858 ,990 
356 , 337 
1,873 


217,200 


Losses 


8,526 ,842 
2,380,112 
10,906 ,954 


1,798,521 
1,119,995 
211,685 


3,130,201 


7,164,276 
806 , 358 
889 , 546 


, 860 , 180 


,059 ,319 
434 ,288 
206 , 165 


,692 ,772 


,013,377 
, 166,519 
95 


,179,991 


Premiums 


$21,392,408 
9,365,981 
30,758 , 389 


580,142 
1,228,129 
1,640 


1,809,911 


8,190,073 
3,960 ,883 


12,150,956 
1,601 , 106 
1,297 ,835 

752 

2,899 ,693 


7,475,074 
4,807,725 


12,282,799 


Losses 


$18,097,615 
7,254,159 
25,351,774 


498 , 157 
961 , 267 
885 


1,460 , 309 


6,133,011 
2,970, 


9,103,707 


1,147, 
973,797 
51 


2,121,322 


5,925,776 
3,538 ,478 


9,464 ,254 


Totals of All Lines 


Premiums 


156 , 287 ,768 
93 ,734 ,900 
250 ,022 ,668 


20 ,695 ,396 
15,746,292 

1,312,054 
37,753,742 


93 ,007 ,294 
21,200,222 
9,630,589 


123 ,838 , 105 


24,772,846 
15,263 ,520 

1,355 ,093 
41,391,459 


58 , 889 ,682 
34,919 ,005 
145 , 302 


93 , 953 ,989 


Losses 


78 ,923 ,857 
56 ,062 ,068 


134 ,985 ,925 


12,318,625 
10,035 ,851 
598 ,523 


22,952,999 


42,645,721 
10,375,465 
4,144,184 


57,165,370 


11,807,079 
8, 280 , 868 
621 ,950 


20 ,709 ,897 


30 ,209 ,832 
20,939,419 
43,578 


51,192,829 
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SERVICE BEGINS AT HOME 


How can a company auditorium provide a special 
service to the community? Simple, when the company 
makes it available for public use without charge. 


Last year more than 70 meetings of charitable, social 
and civic interest groups were held in Life of Georgia's 
Home Office auditorium with a total attendance 
of over 10,000. 
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ORE THAN A BILLION DOLLARS OF LIFE INSURANCE IN FORC 
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Dependable Service 


* The State Life Insurance Company has 
paid $194,000,000 to Policyholders and Bene- 
ficiaries since organization September 5, 1894 
The Company also holds over $84,000,000 
in Assets for their benefit . . . Policies in 
foree number 102,000 and Insurance in force 
is approximately $220,000,000 . . . The State 
Life offers Splendid Agency Opportunities— 
with liberal contract, and up-to-date training 
and service facilities—for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 
Indianapolis, Indiana 


A Murvat Lacat Resenve Company Founpen 1894 
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“Unforeseen events... need not change and shape the course of man’s affairs’ 


Bank by A. §. Brooks, Ltd., Chicago 


Oh my aching... bank! 


Broke. Down to the last penny saved. Cut to the bone by bills 
hospital expense because he wasn’t protected by insurance 
Don’t let the cost of an accident or unexpected sickness break the back 
of your bank account. Call your Maryland agent today. 
Ask him about a Maryland Hospital Expense Policy, and also a policy which 
provides you with a weekly income while you’re laid up. Remember, 


peace of mind is wonderful medicine ...when you need it most. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


{ Maryland Hospital Expense Policy is only one of many forms of Maryland protection for home, business and industry. Casualt 


Insurance, Fidelity and Surety Bonds, and Vire and Marine Insurance are atailable through 10,000 agents and broker 





LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1954 


ASSETS LIABILITIES 
$ 6,904,.48272 
965,857 92 
147,618,704 78 ums 
171,504 67 


Caw 18,669,733 29 
1,64! 500 00 
54.939 364 


2.459 097 B® 


Mortgage Loans on Real Estate 


ds and Stocks 


interest due ond accrued 


nts and Departmento Funds held under Reinsurance 


3,799,979 91 
3,213,500 00 


Treaties 7 836,740 08 
ois 
10,000 000.00 


75,901 686.76 


All other Liabilities 1,104 


9.022, 449.11 Capital 


1 455,742.29 Met Surpivs 


Total admitted assets $172,752,301,.40 Tetal $172,752,301.40 


SURPLUS TO POLICYHOLDERS $85,901 686.76 


srried at $3,290,509 3 the above statement are deposited as require 


GIRARD INSURANCE COMPANY 








OF PHILADELPHIA, PA. 


DECEMBER 31, 1954 


ASSETS 


Cash : erve 


sen 


Mortgoge Loans or 


*Bonds ond Stock 3,063,787 40 erve for Unearned Prem 


Interest due ond accrued 34,661 45 rve for Taxes and Ex¢ 


and Deparimenta 
: 935.891 86 other Lat 
160,000 00 Capital 
400 669 99 Met Surplus 


other Asset 


Total admitted assets $14,414,976.81 Tetel 


SURPLUS TO POLICYHOLDERS $6,647,931.91 


ed ot $795,921 the above statement ore deposited o 


for Loss Expenses 


LIABILITIES 


464 67 
71,5060 00 
6,113,108 65 
284,672 30 
26,299 08 
1,000,000.00 
+o M47 G31.91 
$15,214,976.81 


MILWAUKEE INSURANCE COMPANY 


OF MILWAUKEE, WIS. 


DECEMBER 31, 1954 


ASSETS 

oss Expenses 

*Bonds and Stocks 36,221 ty 4 Unearned Pre 
Interest due and accrued 
Agents and Departmento 
Balances Capital 


All other Assets 


Net Surplus 


Tetal admitted Assets $40,372,989.38 Total 


SURPLUS TO POLICYHOLDERS $18,121,239.08 


$2,7543 the above ” ent 


ried ot deposited o 


LIABILITIES 


5,351,118.39 

465, 500 00 
vrs 15,579. 819 60 
ses 603 582 50 

729 61 
3,000,000.00 
15,121,239.08 


$40,372,969.38 


THE METROPOLITAN CASUALTY INSURANCE 


COMPANY OF NEW 


OECEMBER 31, 


YORK 


1954 
Assets 


41,845 57 Capital 


243,951.19 Net Surplus 


Tetal edmitted Assets $49,690,233.85 Tetel 


SURPLUS TO POLICYHOLDERS $14,326,105.06 


$4,440.75 shove st . deposited 


*Valuatior nm basis 


10 PARK PLACE, NEWARK 1 


LIABILITIES 


587 
2.000,000.00 
12,326,105.06 
$49,890,233.85 


pre 


HOME 


ribed by Na 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 
DECEMBER 31, 1954 


ASSETS LiABILITIOS 


1,000, 000.00 
6A19,958.23 


Capitel 
Net Surpive 
Tetal admitted Assets $15,619,063.99 


Tetel $15,619,063.99 


SURPLUS TO POLICYHOLDERS $7,419,958.23 


ried at $1,822,477 09 ' e ° depos ea 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1954 


ASSETS LIABILITIES 


Capital 100,000.00 


Net Surplus 342,343.76 


Total admitted Assets $466,207.08 
SURPLUS TO POLICYHOLDERS $462,343.76 


al $55.80! 87 he obove stateme © deposited 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1954 


ASSETS LIABILITIES 


47,2122 Capital 2,000,000.0 


4 75 Net Surplus 13,500,2746.9 


Total admitted Assets $57 487,834.05 Tetal $57 467 834 


SURPLUS TO POLICYHOLDERS $15,500,276.92 


ed 92,14 
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